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mpartial analyses 


of investment holdings... 


made by the Statistical 
and Research Drvision of this Bank 





The Illinois Merchants Trust Company 
maintains a special Statistical and Research 
Division, from which may be secured dis- 
interested analyses of investment holdings. 
It is independent of any department of 
the Bank and is, in fact, called upon by the 
various departments for information. 
Banks find the services of this division 
especially valuable in connection with 
their secondary reserves. Time and again 
bankers write that the complete invest- 
ment data furnished by this division has 
enabled them to strengthen their second- 


ary reserves, particularly in respect to 
liquidity. 

' The report submitted them by the Sta- 
tistical and Research Division, analyzing 
the status of each of their securities and of 
their lists as a whole, with recommenda- 
tions attached, gives them an authoritative 
guide for improving their holdings. 

This report places the bank request- 
ing it under no obligation to the Illinois 
Merchants Trust Company. Banks are 
invited to avail themselves of the services 
of this division. 


ILLINOIS MERCHANTS 
TRUST COMPANY 


Resources Over 45 O -Million Dollars 


CHICAGO 
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every six months 


HE changes that take place 
among banks during a half-year 
period are enormous. It is doubt- 

ful if the uninformed person could 

guess within fifty thousand of the 
number of corrections made in each 
edition of the Banxers Directory 

(Bive Boox). According to the last 

issue, the statistical and compilation 

department made approximately two 
hundred and 


corrections! 


seventy thousand 


More than a quarter of a million 
obsolete facts are therefore in the old 
edition when the new one comes off 
the press. Is it any wonder that a 
new model is necessary every six 
months? Is it surprising that this 
new model is ordered far in advance 
of its appearance? 


For, the changes in the new model 
of the Banxers Directory are all 
under the hood. The exterior is the 


necessary 
new model 


THE BANKERS DIRECTORY (Blue Book) 


Official numbering agent, American Bankers Association. 
Paid Circulation Exceeds all similar publications combined. 


The name ‘‘Rand McNally Bankers Directory”’ is a registered 
trade mark. There is only one such publication. 


Published by 
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same—the familiar blue cover that 
has caused the name Biue Book to 
become famous wherever information 
on banks or banking is of value. 


The interior, the parts under the 
hood, have been changed and rfe- 
changed so completely that an entirely 
new engine of banking facts, data, 
listings and information is ready to 
serve its users for another six-month 


period. 


The July Issue (always published 
in September) is now ready for distri- 
bution. Have you assured your bank 
of this new model with its smooth- 
running, accurate motor of up-to-the- 
minute information? If not, place your 
order today. 


RAND ME&NALLY & GoMPANY 


The world’s largest publishers of banking publications 
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536 So. Clark St., Chicago, III. 
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What this 
| Emblem 
means to our 
correspondents 


3 A N K sit It means St. Louis’ largest Bank. 


.. It means exceptional service. 


..- It means a staunch friend. 


FIRST NATIONAL BANK 





Broadway—Locust—Olive 
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Buyer Beware! 


while 


vot guaranteed, are taken from sources 
to be reliable 


guided us in our purchase of these secur- 


“Ntatements contained herein, 


whit “owe be lie ve and have 


Pi, 


HIS is a typical **hedge”’ 

or disclaimer 
security offering. 
disclaimers, ‘‘ Advertising  Invest- 
ment Securities,’” prepared by the 
Investment Research Committee of 
the Financial Advertisers Associa- 
tion at the suggestion of the Eduea- 
tion Committee of the Investment 
Bankers Association of Ameriea, has 
this to say: 

‘It eannot be 
‘Hedge Clause’ 


clause 
from a_ current 
Regarding such 


denied that the 
has a negative in- 
fluence upon many prospective in- 
vestors; its protective value, more- 
over, has been questioned by a recent 
court decision. 
abandoned by 


It has been entirely 
some houses; by 
others, rephrased to remove much of 
its objectionable effect. It is hoped 
that in time it can safely be entirely 
eliminated.” 

Human morals, running ahead as 
they always do, and always should, 
of legal statutes and judicial atti 
tudes, have very much modified the 
doctrine of ‘‘buyer beware’’ 
modern trading. 

This is particularly true of deal- 
ings in money and securities. It 
probably always was true, for the 
reason that in buying a bond one 
does not exchange money for goods, 
but trades one obligation for 
other. 


in all 


an- 
How would you apply the 
doctrine of ‘‘buyer beware’’ to a 
transaction wherein I exchange my 
black horse for your brindled bull? 
We are both buyers and both sellers. 
are we not? 

Isn't the same thing true when | 
exchange my demand credit against 
the First National Bank for your 


long-time credit against the New 
York Central Railroad? In one 


ease, chattel replaces chattel, in the 
other we have an exchange of two 
evidences of credit. 

The purpose of the disclaimer is 
not so much to avoid moral or legal 
responsibility as to define and limit 
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of confidence the seller 
is asking of the security purchaser. 


the amount 


There vou have the essence of the 
new spirit in odern trading of all 
kinds. The selier, as a matter of 
eood business, is assuming more and 
more the responsibility for telling all 
he knows about the goods he offers. 
He is concerned to dispel illusions 
regarding these goods from the pur- 
chasers mind, even where he had no 
part in putting them there. When 
he is a banker, he realizes that his 
real stock in trade is the confidence 
of his customer, and by his disclaimer 
be cautions his customer explicitly as 
to the limits within which he is ex- 
pecting confidence. 

Should he take more responsibility 

expect more confidence? And if 
he does so, will he be forced to alter 
his selling prices accordingly? These 
are questions which the best brains 
in the investment banking business 
have thus far left unanswered. 


If you want your customers to 
compliment your bank, try to find 
occasion to compliment 
tomers. 


your ¢us- 


Are We Misguiding The Public? 


OR some time we have been blam- 
ing each other for edueating the 
publie to think that one dollar in a 
savings account would make a profit 
for the bank. Now we see the evils 
of this mis-conception. 

But, are we making a similar mis- 
take when we are leading the public 
to believe that 50 cents or a dollar 
a month will compensate the bank 
for any account that drops below 
$50 or $1002 


An Opportunity To Aid 


Business 


oH E wastefulness of our distribu- 
tion system is beyond question 
the outstanding issue now before the 
industrial and commercial world,’’ 
says Dr. Julius Klein, Director of 
the U. S. Bureau of Foreign and 
Domestic Commerce. 
When you think of how many dif- 


PRE2?) 





ferent hands an article must pass 
through before it reaches the final 
consumer, you realize there must be 
some truth in Dr. Klein’s statement. 
This condition ought to be a chal- 
lenge to the individual bankers of 
Ameriea, each to do his utmost to 
help improve distribution of the 
products of his customers. 


A Bank That Cannot Be 
Held Up 


A COPYRIGHTED plan of bank 

construction to prevent holdups 
is reported in the Bulletin of the 
California Bankers’ Association for 
June. 

The general idea of the plan is to 
construct tellers that the 
teller and the customer never come 
face to face. In fact, they stand at 
right angles to each other, seeing 
each other through a mirror that is 
set an an angle. A bandit attempt- 
ing to shoot at the teller would shat- 
ter the mirror only and could not 
possibly injure the teller. 

Another feature is a_ protected 
turret into which the employe may 
step. This has port holes at a con- 
venient height through which the 
employe might shoot the bandit if 
desired. 

Protective measures as drastic as 
this may be necessary in some places, 
but most bankers do not favor them 
they interfere with that 
direct personal contact between the 
customer and the employe. 

It appears that different bankers 
are working in opposite directions. 
Some banks are installing counters 
without any cages at all, with the 
idea of making public relations more 
intimate, while others are going to 
the opposite extreme and apparently 
think only of protection against 
bandits. 

By studying the experiences of 
many bankers, you are likely to ar- 
rive at the conclusion that protection 
may be had and at the same time the 
very best opportunity for the most 
cordial relations with depositors. 
Certainly this is the condition to be 
sought after. 


~meePS Ss 
cages so 


because 
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From the original etching by Charles A. Barker 





In some ways, this new building is symbolic cf the past history of 
the Union Trust Company. Every stone and rivet has its counter- 
part in a thought conceived or a deed accomplished in the service 
of a client. And the completed building, towering toward the sun, 
will be a constant inspiration to labor a little more diligently... 
a little more faithfully . .. that your ends may be better served. 


Cwion Gust Com 


First Trust Company in Detroit—Friend of the Family 


Griswold at Congress Street 
DETROIT 
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r WILL BE a profitable investment 

to employ the services of experi- 
enced Bank Architects for your new 
building. 

For many years this company has 
specialized on bank design to the 
exclusion of all other work. It is 
only reasonable to assume that an 
organization devoting its entire time 
to one given objective is better in- 
formed than the architect or office 


‘THis strong vault was designed by us—as a part of a complete 
Banking House and all equipment, the total costs of which 


were under $125,000.00 (mame upon request). 


designing a bank building only 
occasionally. 


ee ee @ @ @ 


For a consideration of six per cent 
of the total cost of the building, 
Vaults, Fixtures and all equipment, 
we tender a most complete architec- 
tural and engineering service includ- . 
ing superintendence of the work. 


No obligation because of a first 
interview—we solicit inquiries. 


SIMONS, BRITTAIN & ENGLISH 


BANK ARCHITECTS 
Designers of Bank Buildings since 1914 


336 Fourth AvENUE 


Pittsburgh 


PHILADELPHIA 


COLUMBUS 
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aking Chances On Loans 


OME points that might be overlooked in 
an unguarded moment when considering 
the loan application of a successful customer. 


LTHOUGH 
of my 30 years 
banking (in three 
Canadian banks) has 
been at Head Office 
where I should have 
gained the ‘‘big busi- 
ness’’ viewpoint, it is 
that of smaller busi- 
ness in country and 
neighborhood _ offices 
which I enjoy best. 
The head of a large 
educational _institu- 
tion came in for ad- 
vice as to a local flo- 
tation. 
‘*Of course I know 
these fellows well 
enough,’’ he ~ apol- 
ogized,‘‘ but the bank- 
er generally has a slant on men that 
nobody else gets.’’ 
And, pondering awhile, I felt that 
it was so. 


part 


Is A Hustler Without Savings 
A Good Risk? 


A few minutes previously a cus- 
tomer had asked a loan of $200. 
‘*What for?’’ I asked, knowing him 
to be comfortably fixed. 

‘A fellow I used to know well 
tells me he’s landed a salesman’s job, 
but he must have a ear and he asked 
me to endorse his note for the first 
payment.”’ 


By PERCY GOMERY 


Manager, Canadian Bank of Commerce, Kitsilano Branch 


Vancouver, B. C. 


“Figures never lied more alluringly. 
It might be called a ‘wow!’ Divi- 
dends, after providing for overhead, 
depreciation, fire, war and the cost of 
an ark to escape by in case of flood, 
would be 20 to 30 per cent.” 


**Any security ?’’ 

‘**No, he hasn’t got anything.’”’ 

‘**How old is he?’’ 

‘**Twenty-eight.’’ 

** Always had his health?’’ 

‘Yes. And he’s a hustler too. 
One of the smartest fellows I know.”’ 

“Sorry !’’ Lreplied. ‘‘If it was an 
obligement to you, we’d find a 
way, but we don’t lend money 
to a smart hustler who’s had health 
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and opportunity and 
who hasn’t got $200.’’ 

But about the col- 
lege principal. 


Is A Prospectus A 
Safe Basis For 
A Loan? 


The local picture 
theatre man had got 
notice from his land- 
lord and was buzzing 
through the neighbor- 
hood selling stock in 
a proposed ‘‘commun- 
ity’’ theatre. The 
prospectus was clever. 
Figures never lied 
more alluringly. It 

might be called a ‘‘ wow’’! Dividends, 
after providing for overhead, depre- 
ciation, fire, war, and the cost of an 
ark to escape by in ease of flood, 
would be 20 to 30 per cent. Yet the 
locality could never support another 
theatre and the old one had a big 
start and exclusive connections. 

‘“What will happen?’’ my cus- 
tomer inquired, ‘‘He’s certainly an 
enterprising fellow.’’ 

‘*He is indeed. Your theatre, if 
built, will be so heavily and expen- 
sively mortgaged that there will be 
no dividends. It may be completed 
with outside capital and control. 








Or it may never be finished. Most 
probably your man will use his paid- 
up subseription list as a club to force 
his present landlord to take his 
pipe-organ and seating equipment 
off his hands at a huge price. That’s 
their quarrel at present | 
stand.”” 


under- 


Three months later, when the or- 
gan and seats were paid for, the sub- 
seribers got their money back, less 
a percentage, *‘for expenses inciden- 
tal to organization and liquidation 
of your enterprise. ”’ 

How did know? The bank 
must know its men, while the gen- 
eral public judges the theatre (for 
example) by its posters, the mining 
company by its promises, and the 
restaurant by its tiled front. The 
banker in his official capacity uses 
the stage entrance, looks at the min- 
ing promoter’s school reports and 
has his lunch in the kitchen. 


we 


Is Property Secured Under Special 
Circumstances Safe Collateral? 


A highly prominent and substan- 
tial citizen needed temporary bor- 
rowing and no bank in town would 
grant it. From early youth the 
citizen had been a heeler of a politi- 
cal party which, during an election, 
found itself sorely in need of a cer- 
tain newspaper. Being unwilling to 
announce its purchase, it had the 
property made over to the heeler, 
who later on, insisted he had bought 
the paper in the ordinary way, thus 
becoming its owner. 

When a real. publisher started an 
opposition evening paper and no 
banker would trust the heeler with 
the $25,000 needed to meet the situa- 
tion, his columns vilified all bankers 
to the nethermost hades. But today 
the bankers are thriving in our midst. 
The heeler is not. 


Should A Business Be Penalized 
For Stopping Growth? 


A perfectly honest and reputable 
old gentleman ran a manufacturers’ 
agency business (with ample capi- 
tal). During the years 1919, 1920 
his annual surplus showed no growth. 
His bank declined to continue his 
credit and his failure and __retire- 
ment followed. That perfectly 
honest and reputable old gentleman 
was penalized for the simple reason 
that he failed to be prosperous when 
he should have been prosperous. 
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Questions 
to Ask About a Man 


Applying for a Loan 


Has he saved money? 


. Does he know that the use to 


which the money will be put 
will positively return a profit? 
Does he want the money for 
his own use? 


Is there any question as to the 
need for the money? 


Is there any question regard- 
ing the success of the enter- 
prise into which the money 
will be put? 

Could the financing be done 
in any better way? 


Is the borrower’s information 
on the project conservative? 


. Does the community have a 


specific need for the enter- 
prise? 

Could the enterprise with- 
stand energetic competition 
that might arise? 


Is the man who has made a 
success of one business, sure 
to make a success of another? 


Will the granting of the loan 
be of benefit to the com- 
munity? 

Is the enterprise likely to be 
permanent or does it have 
only temporary possibilities? 
Has the borrower made a 
proper analysis of the possible 
future of the enterprise? 


Are there any legal problems 
that have not been given care- 
ful and expert consideration? 


. Will the borrower have con- 


trol of the enterprise or will 
it be in the hands of someone 
not known to the bank? 


Is there someone connected 
with the enterprise that may 
have an undue influence over 
the borrower’s judgment? 


. Is the rapid growth of the 


enterprise likely to have a bad 
effect on the living habits of 
the borrower? 


Are inventory and deprecia- 
tion methods used by the 
borrower conservative? 





Should Money Be Loaned 


For New Ventures? 


Two energetic partners in a coal 
business commenced getting behind 
in their accounts and had to borrow 
over their limit at the bank. Trade 
was growing satisfactorily and losses 
trifling, but it was found that the 
men were building an apartment 
house—with the money which should 
have remained in the coal business. 
The bank turned them out. We 
‘practically ruined’’ (so people 
said) two of the most enterprising 
and successful men the community 
ever had. For their coal business 
nearly died. 

As good luck had it, a change in 
street car terminus made the apart- 
ment house a splendid property, on 
which the proprietors made a hand- 
some profit. But we were conduct- 
ing a banking business and not 
speculating in apartment blocks. 


Can Changes Be Allowed In Plans 
After A Loan Is Made? 


Speaking of apartment houses, a 
prepossessing American came to town 
and showed us plans for a two-story 
building of plain grey brick, for the 
erection of which he had just about 
reasonable capital. We agreed to 
finance him up to $10,000 in anticipa- 
tion of a mortgage loan. When the 
building was well along we found 
that he had added two more storys, 
had bought the land adjoining for a 
second apartment and was planning 
to put in elevators and to face both 
buildings with tile. 

The prepossessing, but over-enter- 
prising, builder stated freely and 
frequently that the withdrawal of 
our eredit was a direct betrayal of 
himself and the locality. His capital 
was eventually lost, a number of 
artisans and supply people had 
trouble with their liens and the bar- 
gain price finally bid for the prop- 
erty realizes today about 242% on 
the investment. 


Can You Accept The Borrower's 
Analysis? 


A considerably larger foreign 
capitalist has come to an eastern city 
and is building half a dozen picture 
theatres (which may earn profits 
when the city has grown 50%). The 
capitalist lives in one of the finest 
homes, is prominent on many city 
boards and subscription lists and is 


certainly a real hero to small boys 
(Continued on page 34) 
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rowing Bank Profits 


The Principles On Which They Are Based 


Banking 
Philosophy of 
George F. Baker 


It has helped to build the 
First National Bank of 
New York. 


1. Handle profitable ac- 
counts only. 


2. Any panic can be averted 
overnight if the banks, instead 
of becoming frightened and 
hoarding their reserve, would 
pay it out. 


3. Never ‘“‘sell out” a bor- 
rower. 


4. Do not refuse assistance 
to a regular customer. 


5. Interest yourself in the 
upbuilding of basic industries. 
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EING an account-of the growth of The First 
National Bank of New York under the di- 
rection of George F. Baker, a teller when the 
bank was organized—now chairman of the board. 


By J. PAUL ATWOOD 


‘ 


HE First National Bank of the 

City of New York can very well 
be described in terms of a conun- 
drum. Sixty-five years ago, it es- 
tablished its headquarters at 2 Wall 
Street. The building was not unduly 
commodious but provided ample 
space for the business which it was 
then conducting. 

The bank has not yet outgrown 
the building. Its officers will tell 
you pleasantly that they are not 
cramped for space. Yet it has been 
eminently suecessful. Its surplus is 
now $80,000,000, the largest sum so 
designated by any bank in the United 
States. 

Under all ordinary circumstances, 
a bank which has prospered to the 
same degree as this one would have 
long ago outgrown its old building. 
But due to the quality rather than 
the quantity of its business, the bank- 
ing staff has, in the past quarter of a 
century, been increased only 50%. 

From the very start, it has been a 
bankers’ bank. Even during its first 
few years it became the redemption 
agent and depository for a large 
number of out-of-town national 
banks. These relations are still 
maintained and because the corres- 
pondent banks send their surplus 
money to it for employment, the 
First National places more funds in 
the call money market of New York 
City than most other banks. Prob- 
ably in the entire district between 
Broadway and the East River there 
is no more powerful organization 
than the bank housed in the old- 
fashioned building at the beginning 
of Wall Street. 

Among the men who have been on 
the Street for many years, it is more 
popularly known as George F. 


Baker’s bank. Mr. Baker has been 
With the bank since it opened its 
doors to the publie July 25, 1863, 
and it is very largely because of his 
ability and resourcefulness that the 
First National holds its present place. 
He has guided it through panie 
periods and through bonanzas. He 
has participated in such organiza- 
tions as the United Steel Corporation 
and the New York Central- Railroad. 
At 88, he is still holding the guiding 
reins in his hands. 

One Of The First Of National 

Banks 

The story of the First National is 
largely the story of George F. Baker. 
Shortly, after Salmon P. Chase, See- 


‘retary of the Treasury, conceived the 


National Bank plan, John Thompson, 
who knew Baker well, spoke to him 
of his idea for the founding of a 
bank which would take advantage of 
the provisions of the new law. 
Baker was then a mere stripling of 
23, holding down a good banking job 
in Albany, New York. After due 
deliberation, he agreed that the idea 
appeared to be sound, and with the 
$3,000 that he had been able to save 
from his wages, he bought 30 shares 
of stock. When the bank opened, he 
was the teller, and also one of the 
directors. 

Five months later, its capital was 
inereased from $200,000 to $300,000 
and in April of the following year to 
$500,000. The bank was getting on, 
but the first years were not entirely 
filled with success. The First Na- 
tional was denied the privilege of 
the clearing house, and a good many 
established institutions refused to 
accept the new national bank notes. 

Before Baker celebrated his twen- 
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tv-fifth birthday, he had become the 
cashier of the First National, and 
the active head of the institution. 
He was called to Washington fre- 
quently for conferences with Secre- 
tary Chase and he came in contact 
with President Lineoln, Secretary 
Seward, and other members of the 
famous cabinet. 


Baker Helped Make Early Bank 


History 


The first ten years passed success- 
fully, but on Sept. 18, 1873, the out- 
look was entirely black, and the 
future suddenly hopeless. Jay 
Cooke’s failure had precipitated a 
panic, and for a short time the clos- 
ing of the bank was considered. But 
Baker has always held that panies 
are unnecessary. 

‘*Any panic can be averted over- 
night if the banks, instead of be- 
coming frightened and _ hoarding 
their reserve, would pay it out,’’ he 
has often declared. 

Occasions have arisen more than 
once for him to put his theories into 
actual practice. In ’73 frightened 
depositors rushed to withdraw their 
money, and the First National ex- 
perienced a run of some proportions. 
Baker was asked what he was going 
to do. 

“*T propose to pay each claim pre- 
sented as long as the money lasts. 
When we stop paying it will be be- 
cause there isn’t a dollar in the till, 
or a dollar obtainable.”’ 


One of the first things he did after 


ecnditions became more normal was 
to make an equitable arrangement 
with Jay Cooke & Co. and Fiske 
Hatch, the bank’s largest debtors. 
It has always been his rule never to 
sell out any borrower. During the 
panie of 793, when 134 national 
banks suspended between June and 
August, and 415 private and state 
banks failed with liabilities of near- 
ly $100,000,000, no account was sold 
out during the panic period, and no 
regular customer was refused as- 
sistance. He stood by his theory 
that a bank should pay out its re- 
serve when the situation demanded. 

Almost from the beginning, the 
First National paid dividends of 10, 
20, and even 60%. In 1879, just 
16 years after its organization, $200,- 
000 was added to its surplus, and a 
dividend of $600,000, or 120% was 
declared. In 1901, a stock dividend 
of 1,900% was declared, increasing 
its capital stock from $500,000 to 
$10,000,000. 
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Organization Of The First 
Security Company 


When the First Seeurity Co. was 
organized in 1908 another special 
100% stock dividend was declared. 
Under the National Bank Act, the 
First National was not permitted 
to engage in such business as 
the acquiring and holding of real 
estate, common stocks, and other 
properties. The organization of the 
security company to invest in secur- 





It is surprising what one 
banker can do. At one time 
Geo. F. Baker was an 
active director of 50 major 
corporations, about half of 
them railroads. 


ities which the parent corporation 
could not buy was rather a revolu- 
tionary step, but after the First Na- 
tional led the way, many other banks 
followed. 


Beginnings As A Railroad 
Builder 


About 1880, Baker became inter- 
ested in railroading. He knew very 
little about it, but he acquired knowl- 
edge of construction and operation 
and he was painstaking that he 
should be informed on the funda- 
mental, rather than on superficial 


problems. This knowledge plus his 
financial wisdom almost worked 
miracles. 


Several of the state banks even pub- 
lished a declaration against the new 
currency. But Baker was young, 
and eager to do battle, and in a short 
time he had turned the tables. With- 
im a comparatively few years he was 
elected president of the Clearing 
House. 

In ’82, together with several other 
men, he bought the Richmond & Dan- 
ville line, then in a ramshackle con- 
dition. Its stock was on the market 
at $51 a share. Its equipment was 
practically worthless, and it ap- 
peared to be anything but a promis- 
ing investment. 

But Baker’s work as an upbuilder 
of railroads had just commenced. 
At the end of seven years, Rich- 
mond, & Danville stock was selling 
at $240 a share, and the stockholders 
were receiving most encouraging 


dividends. 








In ‘97, he and J. Kennedy Tod, 
John Corsby Brown, and J. Rodgers 
Maxwell acquired control of the 
Jersey Central. The line was in the 
hands of a receiver, its stock was 
selling between $30 and $40 a share, 
and the outlook appeared black. 
But again the miracle was _per- 
formed. The railroad was rehabil- 
itated. It passed out of the receiy- 
er’s hands and within four years, 
the stock was selling for more than 
five times its pre-Baker price. 

It was the same story again with 
the Delaware, Lackawanna & West- 
ern Railroad. Under Baker’s guid- 
ance, it became one of the best pay- 
ing lines in the world. And it was 
the same story with the develop- 
ment of the telephone business. 
Long before other men realized its 
enormous possibilities, Baker was al- 
ready busy with its upbuilding. Ob- 
viously, there is good reason why he 
should be popular with the men who 
are promoting great industries. For 
many years, he has worked in the 
closest harmony with J. P. Morgan 
& Co. and he has been associated with 
it in many important reorganiza- 
tions. 

And all the while, the importance 
of the First National Bank was grow- 
ing. Few public statements have 
been made concerning the condition 
of the bank. Perhaps the longest, 
and the most complete, was pub- 
lished in December of 1925, in the 
form of a letter to the stockholders. 


Dividends Of 100 Per Cent 


Announced 


‘To the stockholders, now 1,400. 
the directors feel it quite proper to 
make a fuller report than heretofore. 

‘* We have had another prosperous 
and satisfactory year. The net earn- 
ings of the bank were $12,242,119.11, 
and of the security company $#4.- 
537,450.69, a total of $16,779,569.80, 
as compared with $16,064,403.51 last 
year. 

‘*At the June meeting the quar- 
terly dividend was increased to 25% 
placing it on a 100% basis. It is of 
interest that since its organization 
in 1863, with $200,000 capital, the 
present dividend brings the total dis- 
tribution by the bank to $105,810,000 
and by the First Security Co., since 
1908, to $33,700,000, a combined 
total of $139,510,000. There has al- 
so been accumulated a surplus and 
undivided profits of $89,816,956.92.”’ 


(Continued on page 35) 
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-FTER six months of struggle 

with the speculative market the 
lederal Reserve authorities have ap- 
parently reached their ‘‘first ob- 
jective.’ The advance in stock 
prices has been halted, the volume 
of trading has been reduced, and the 
long continued expansion in the use 
of credit for speculative purposes 
(brokers’ loans, ete.) has _ been 
stopped. 

When the Federal Reserve Board 
first set itself to the task of deflating 
the stock market, its 


efforts were not 
taken very seriously. 
Money and credit 


were unusually plen- 
tiful at that time 
and commodity in- 
flation was almost 
nil. Doubt was free- 
ly expressed in many 
quarters, therefore, 
as to whether under 
such circumstances 
the weapons avail- 
able to the Federal 
Reserve Banks could 
be effective in stop- 
ping the speculative 
market. 

History has been 
made, however, and 
the present stock 
market is hardly re- 
cognizable in com- 
parison with the one 
that existed when 
the Board first be- 
gan its campaign. 
It is true, of course, 
that the raising of 
discount rates and 
the selling of gov- 
ernment securities 
by Reserve Banks 
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three months. 


Dilemma Of The Federal Reserve 


With constructive suggestions regarding 
control of excessive stock speculation 


By HARLAND H. ALLEN 


Halsey, Stuart & Co. 


were tremendously aided in 
tracting the money situation by the 
fact that during this same period 
FKuropean nations were withdrawing 
some $600,000,000 in gold from our 


con- 


reserves. Nevertheless, the Federal 
Reserve authorities are, for the most 
part, credited with halting the specu- 
lative orgy and the public seems to 
be fairly convinced, now, that the 
Board could do it again if necessary. 
It is important to bear that point 
in mind when considering what may 


The Dilemma 


Through high interest rates the Federal 
Reserve Board has been able to halt the ad- 
vance of the Stock Market—has held it for 
Now, the welfare of business 
and agriculture require cheaper credit, and 
the question is how to keep speculation from 
again running away with the credit supply, if 
rates are reduced. 


Two Solutions Suggested 


1. The market value of all stock being 
traded on the New York Exchange might be 
taken as a basis, and the proposition layed 
down that no more than a certain percent- 
age of that total should be carried by collat- 
eral loans to members of the New York 
Exchange. 


2. Another approach to the problem, per- 
haps more logical from the Reserve Banks’ 
point of view, would be to have such a safety 
ratio, but have it based on the total volume 
of bank credit rather than upon the volume 
of listed stocks. 










be the future course of events. 


II. When The Market Is 
Expected To Break 


It is commonly assumed that a bull 
stock market will break under adverse 
conditions, and start downward, al- - 
most as soon as it becomes clearly 
apparent that it cannot go up any 
further. Now, however, for three 
full months (This is written August 
25) there has been no’ pronounced 
advance in the stock market ; neither 
have we seen any 
major _ recession. 
The volume of brok- 
ers’ loans has re- 
mained about sta- 
tionary. We might 
say, in the language 
of the prize ring, 
that this market has 
‘‘taken it on the 
chin,’’—‘‘ been stag- 
gered,’’—but ‘‘re- 
fuses to go down for 
the count.’’ 

Plainly this is no 
ordinary speculative 
market. For several 
years it was thought 
that our record- 
breaking bull stock 
market was very 
largely, if not solely, 
due to the easy 
money situation. 
This was _ because 
there were no evi- 
dences of inflation 
elsewhere in the 
country. It was 
quite generally be- 
lieved that if and 
when tighter money 
conditions should 
develop, stock prices 
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would go down with a thump. 
Buoyant Factors in this Market 


Now we know that easy money was 
by no means the sole explanation. 
There are optimistic factors of very 
substantial proportions behind this 
stock market which have nothing to 
do with the technical money situa- 
tion. Most of the commentators on 
conditions of the market have con- 
sistently overlooked certain impor- 
tant factors of optimism, factors, 
however, which are so real, logical 
and persistent in their appeal thai 
they certainly account for much of 
the firmness in this market. 

(1) Numerous significant eonsoli- 
dations in various fields of commerce 
and industry have taken place re- 
cently, and thus in each of these 
stocks is presented a whole range of 
new and unmeasured profit pos- 
sibilities. 

(2) There are also a number of 
entirely new industries represented 
in the stock market now along such 
lines as aeronautics and the chemical 
field, industries whose appeal and 
prospects are both reasonable and 
powerful. 

(3) Stocks of chain stores and 
inail order houses have also recently 
come into strategic position to benefit 
by the impending country-wide 
movement to reduce wastes and un- 
necessary costs in distribution. In 
addition to these, and scattered 
throughout the market, are diverse- 
natured individual companies which 
appear likely to have their earning 
possibilities greatly improved by 
this movement for reducing excessive 
distribution costs. 


III. The Dilemma 


Now the Federal Reserve author- 
ities are faced by a singular dilemma. 
This stock market has survived a 
quarter year of high redisecount 
‘ates, and the persistent optimism 
growing out of the factors outlined 
above seems likely to enable it to 
withstand even considerably more 
contraction in the money market. 
But time rates are already up to 
6%! Commerce, industry, and agri- 
culture are now entering their period 
of greatest seasonal demand for 
funds. Thus this struggle for con- 
trol of credit in the money market 
cannot go on much longer without 
serious injury resulting in some 
quarter. 

Having gone this far, however, the 
Federal Reserve authorities must 
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now decide whether to persist in a 
will-not-be-deterred effort to liquid- 
the stock market and reduce 
brokers’ loans, or whether they will 
now take a chance, hoping that the 
market has already done its worst, 
and redirect their attention to the 
needs of industry, commerce, and 
agriculture. 

If the Federal Reserve authorities 
were to raise rediscount 


Institutional, 
or 
Departmental 
Advertising? 


By WILLIAM E. BROCKMAN 


Publicity Manager, Minnesota Loan 
& Trust Co., Minneapolis 


Goodwill alone will 
not sell bank service. 
0D 

Customers have to 
be made to understand 


exactly what service 
the bank renders. 


CD 


Goodwill and de- 
partmental advertising 


should be included in 
the same copy. 
Hd 
The fundamental 
principles of selling ap- 
ply to all business, in- 
cluding banking. 
<a 
The departmental 
advertising explains 
what you have to sell. 
Bi Bg 
Community adver- 
tising is institutional 
advertising for the 
bank. 
Hd 
Community adver- 
tising is a responsibil- 
ity that banks should 
assume. 





sates still 





further, say to 5%, 6, or even 644%, 
there is serious doubt as to whether 
even this would crush the optimism 
of the market before industry, itself, 
should have been almost paralyzed. 
Raising rates further would, more- 
over, accentuate the present inflow of 
funds to the speculative market from 
abroad and might wreck havoe again 
with the currencies and credit of 
Kurope. To leave money rates at 
their present high level from now 
until the holiday season might prove 
almost as serious. 

On the other hand, if the Federal 
Reserve System should decide now to 
reduce its discount rates in order to 
encourage agriculture and business 
and to stop the flow of funds from 
Europe, which has already reached 
substantial proportions, this buoyant 
stock market would probably ad- 
vance so quickly again that the pres- 
ent moral victory of the Federal Re- 
serve System would be lost. 

Yes, it seems that the Federal Re- 
serve authorities, having caught the 
stock market, do not know what to 
do with it. They have their hands 
on a situation which is only indirect- 
ly a function of the System, and they 
dare not let go to give attention to 
things which are their direct re- 
sponsibility. If only some method, 
or system, aside from high money 
rates, could be devised by which the 
lederal Reserve authorities could 
‘*neg”’ the stock market (volume of 
trading and brokers’ loans at least) 
somewhere near the present situa- 
tion,—that might prove a most wel- 
come solution. 


IV. Why The Federal Reserve 


Is Concerned 


Admittedly, the principal reason 
or excuse for the Federal Reserve 
Board ’s interesting itself in the prob- 
lem of curbing the stock market was 
its concern for the credit situation. 
Reserve banks as such have no cause 
to interfere with the prices of secur- 
ities on the stock exchanges. What 
they contend, however, is that a 
dangerously large percentage of the 
bank eredit of the country is being 
used for speculative purposes and is, 
therefore, unavailable for commer- 
cial and industrial uses. 

Is it not possible that we have 
right here the cue for solving the 
present dilemma of the Federal Re- 
serve Board? Would it not be feasi- 
ble for the Board, or for a commis- 
sion of leading financiers and econ- 
(Continued on page 44) 
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Consider These Probl 


You Who Accept Savings 


Says W. ESPEY ALBIG 


Deputy Manager, 
American Bankers Association 


OR years the segregation of sav- 

ings deposits from, commercial 
accounts has been advocated pri- 
marily for the purpose of safeguard- 
ing savings. It was a truism that the 
savings depositor, not being in close 
touch with savings banking, would 
be the last person to know if a bank 
were in difficulty. 

The California law, which was the 
premier one in requiring segregation 
of capital and surplus as well as 
deposits, had as its basis the idea of 
affording protection to the savings 
depositor, since that depositor, by 
reason of the pass book regulations, 
having a deferred claim, might theo- 
retically, at least, find the assets of 
the bank all gone before his claim 
could be legally presented. 

A wider phase of that problem has 
now been reached, that of requiring 
segregation in order that the savings 
deposits of the bank may be utilized 
in accordance with the wisest possible 
investment policy. The recent un- 
qualified statement by Craig B. 
Iiazlewood, vice president, Union 
Trust Co., Chicago, and vice presi- 
dent of the American Bankers As- 
sociation, of his belief that savings 
deposits should be segregated has 
undoubtedly greatly increased the 
strength of the proponents of segre- 
gation. 


Deposits Or Profits? 


During the past few months, when 
money has been in greater supply 
than the demand, commercial banks 
have found it difficult to place funds 
at adequate rates. In some districts 
where savings are carried largely by 
commercial banks and the savings 
deposits utilized in commercial trans- 
actions, the income has been disap- 
pointing. This in turn tends to de- 
crease the interest rate on savings 
and thus further to reduce deposits. 
It becomes a vicious cirele. 

The banker faces a dilemma. If 
he reduces interest rates unduly, his 
deposits fall away; if he does not, 
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Savings Bank Problems 


If the banker reduces 

¢ interest rates unduly, 

his deposits fall away; if 

he does not, his bank 
becomes unprofitable. 


2 Too long has it been 
¢ said that bankers do 
not buy bonds, but bonds 
are sold to them. 


3 It is felt by some 
¢ that compulsory seg- 
regation of capital, sur- 
plus and deposits with 
regulations as to invest- 
ments would make 
savings departments 
profitable. 


A Every new financial 
* agency which ap- 
proximates the business 
of banking is an addi- 
tional disturbing factor 
to banks. 


5 The greatest menace 
¢« to savings banking 
comes through organiza- 
tions chartered under 
general corporation laws, 
which in practice, escape 
a taxation that at present 
in most states makes a 
heavy levy on banks. 
There is no uniform 
« method as to the 
items to be included in 
the charges against the 
savings department. 


—_ | 





banking becomes unprofitable and 
hence unsafe. Can the horns of the 
dilemma be avoided? .Those favor- 
ing segregation answer in the affirm- 
ative. Opponents* of segregation 
claim it is not wise or prudent to set 
up preferred claims among deposi- 
tors in banks. Here is a real prob- 
lem in savings banking, involving 
not only the safe-guarding of de- 
posits but also the educating of com- 
mercial bankers in investment bank- 
ing. 

Too long has it been said, coneern- 
ing commercial banks, that outside 
of securities constituting a secondary 
reserve they do not buy bonds but 
that bonds are sold to them. 

Compulsory segregation of capital, 
surplus, and deposits, with the at- 
tendant regulations as to invest- 
ments, would, it is felt in some quar- 
ters, contribute to a wider knowl- 
edge of savings banking and enable 
commercial bankers doing a savings 
business to reply, as did the presi- 
dent of a large national bank (which 
pays four per cent interest com- 
pounded semi-annually) when asked 
if his savings department was profit- 
able and, if so, how it was accomp- 
lished ? 

‘*Our savings department,’’ he said, 
‘*is conducted according to the most 
modern principles of savings bank- 
ing. It not only carries itself, pays 
interest to our savings depositors, 
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but also shows a profit to the stock- 
holders. ”’ 


Competition From Non-Bank 
Agencies 


A second problem of savings bank- 
ing is that of competition from 
agencies other than banks. The 
banker must take into consideration 
not only the competition from other 
state and national chartered insti- 
tutions, whose expenses are some- 
what similar to his own, but also 
agencies which are competitive but 
which do not bear the same expense 
of organization, of administration, 
or of taxation. In some quarters it 
las been said that a banker need not 
pay any attention to this competi- 
tion, but should conduct his business 
aceording to the regular rules of 
banking. Such reasoning is falla- 
cious. Some of the coal mining com- 
panies, that have tried to conduct 
their business during the last few 
years according to the rule, are now 
in financial difficulty. They have 
found it necessary to give serious 
consideration to the competition in 
heating by oil, electricity, and other 
coal. substitutes. 

Every new financial agency which 
approximates the business of bank- 
ing is an additional disturbing fac- 
tor to banks. The greatest menace 
to savings banking comes through 
organizations chartered under gen- 
eral corporation laws, which in prac- 
tice escape a taxation that at present 
in most states makes a heavy levy 
on banks. 


The Tax Problem 


The practice of ‘‘making corpora- 
tions pay’’ has been a common one 
in America, but the legislatures in 
the various states have usually been 
regarded as fair in their efforts to 
distribute the burden’ equally. 
Therefore, through a period of years, 
banks can possibly hope for equaliza- 
tion of tax burdens if the people and 
the members of the legislative bodies 
come to know of the set-up of the 
various types of institutions doing 
what is in effect a banking business. 
This problem is a continuing one, 
and becoming more vexatious each 
year. 

Casual conversation with bankers 
relative to allocation to various de- 
partments of the bank of the costs 
of banking at once develops the fact 
that at preesnt there is no uniform 
method, or general agreement as to 
the items to be included, say, in the 
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charge against the savings depart- 
nent. Outside of a few institutions, 
apparently, there has been no sus- 
tained effort at determining or al- 
locating costs. The activities of the 
bank were regarded as a unit. 


Andrew Carnegie was the 
leader in cost accounting in 
the United States. The 
millions saved in the steel 


industry have been an in- 
spiration to other lines of 
business to institute cost 
analysis. 





It is highly probable that at least 
the broader aspects of this problem 
of determination of costs and their 
proper allocation to departments, 
will early be the subject of inten- 
sive research, to be followed by an 
announcement of discovered baces 
of standardization. Any attempt to 
compare institutions on the basis of 
cost or profit of the various depart- 
ments, at present, fails by reason of 
the absence of authoritative stand- 
ards. 


What Shall Be Done With Large 
Deposits? 


Large deposits in savings accounts 
which become in effect investments 
in savings rather than savings de- 
posits is another problem in savings 


banking. It is the practice in some 
parts of the world other than 


America to pay a lower rate of in- 
terest on accounts after they reach 
a certain maximum size, on the 
theory that deposits of this amount 
should be invested in government 
bonds rather than carried in a sav- 
ings bank. 

In American banks the theory 
seems to be developing that the sav- 
ings account which is large and 
which is undisturbed should receive 
preferential treatment, even as to 
the rate of interest. The solution of 
this problem may be aided by a deci- 
sion as to whether a savings account 
is simply a eontainer to be utilized 
for accumulations until such time as 
the total is sufficiently large for in- 
vestment or whether it is in effect ar 
investment in savings. 

If the former is true, then en- 
couragement and preferential inter- 


est naturally acerues to the depositor 
during his period of accumulation; 
if the latter, then the savings bank 
or the department becomes in effect 
an investment trust, the deposits be- 
ing in the nature of savings shares, 
while the stockholders of the bank 
hold the founders shares. In the 
event the bank is a mutual one, then 
all the shares are founders shares. 


How Shall Savings Be Advertised? 


The problem of advertising will 
never be solved. It is a continuing 
one by its nature. Times change. 
Institutions and habits change with 
the times. What type of advertising 
serves best for the savings bank or 
savings department? Saving from 
earnings is practiced widely in this 
country but the subject is one on 
which many persons are reticent. 

A girl becomes a reporter and at- 
tempts to make a survey as to 
whether girls save a part of their 
earnings. She accosts twenty em- 
ployed girls and asks them privately 
if they have a savings account. She 
receives various replies, such as, 
‘*How ean you have a savings ac- 
count with silk stockings at $3.75 a 
pair?’’ ‘* What, a savings account, 
with me having to keep the family !”’ 
and others of similar import. 

The fact remains that employed 
girls do have savings accounts but 
a native reserve prevents the infor- 
mation being revealed to a stranger. 

What type of advertising reaches 
the members of this great group as 
well as those of every other group? 
Their interests are dissimilar. Their 
outlook varies as the points of the 
compass. Is the matter of a com- 
petenecy common to the thought of 
all, as the appeal of a story of love 
or death or daring ? 


The late Festus J. Wade of St. 
Louis claimed that about 90% of 
banking advertising was educational 
and might be used cooperatively by 
all the banks of a district, leaving 
possibly 10% which would proclaim 
the stability, virtues and services of 
a particular institution. In addition 
to problems of the type of advertis- 
ing and the avenues of dissemina- 
tion, there is the further problem of 
the amount in relation to the grand 
total of advertising. 


The Method of Computing Interest 


No problem is nearer the heart of 
the modern banker interested in the 


savings business than that of the 
(Continued on page 38) 
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Automobiles 


Create Good Will 
Widen Bank Territory 


Extend School Savings 


By T. A. GALLAGHER 


Director of Publicity, Bank of Italy, San Francisco 


T may be the general impression 

that the motor rolling stock of the 
average bank consists of a few shiny, 
custom-made limousines, in which the 
officers ride around in their frock 
eoats and tall hats, and a money 
wagon or two, perhaps, armored like 
a tank and filled with a crew of 
sharp-shooting gentlemen, any one of 
whom could pick the ball off the city 
hall flagpole while speeding by at 70 
miles an hour. That impression will 
have to be revolutionized if one is to 
get a fair slant at the makeup and 
activities of the Bank of Italy motor 
fleet. 

It might not be easy to guess who 
the greatest single unit of that fleet 
is dedicated to. Some might name 
the vice presidents. Others might 
guess the board of directors. But 
here is the answer: 

The children of California. 


Cars Used To Collect School 
Savings 

Twelve of the bank’s 33 cars are 
given over directly to work for the 
children. In addition, there are em- 
ployed in this work six privately- 
owned cars on which the bank pays 
mileage. The bank has built up 
tremendous investments in the busi- 
ness of perpetuating its policies and 
its advantages for the public and 
private weal. One of the biggest in- 
vestments it has made to date is in 
the future of California’s childhood, 
and the processes called for by that 
investment demand some very wide- 
spread activity on the part of the 
motor fleet. 

The 18 ears.in the school savings 
department, (which- is the bank’s 
title for its investment in Califor- 
nia’s childhood) visit about 1,600 
schools weekly, many of them nest- 
ling in obseure hill and mountain 
fastnesses along roads that are little 
more than cowpaths or deer runs. 
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Seven Uses For Cars 


To collect school sav- 
ings. 


To solicit industrial 
savings in logging 
camps. 


To solicit in fruit- 
picking camps. 


.To solicit in fish 
camps. 


To haul products from 
farms in which the 
bank is interested. 


. To collect deposits 
from farmers and vil- 
lage residents. 


To move currency. 


In this work, the school savings 
squad covers approximately 8,500 
miles weekly or 442,000 miles a year. 
The bank is glad to pay for that 
tremendous mileage and to pay sub- 
stantial salaries to the 20 or so work- 
ers in the department as well, count- 
ing them as routine items merely in 
its campaign to encourage schoolboy 
and schoolgirl thrift. 

The collections from each city 
school average approximately $35 
and from each country school be- 
tween $5 and $10 for each collec- 
tion or ‘‘Bank Day.’’~ This day 
comes once a week. The bank and 
most of the schools consider that it 
is as important to maintain this reg- 
ular institution of ‘‘ Bank Day’’ as it 
is to maintain any other school 
feature. 

Every collector calls on not less 
than 50 schools a week. If he is 
balked or stalled by storms, bad 
roads or other adverse conditions, he 
must get out and walk and leave the 


salvaging of his machine until later. 
The collections must be made at any 
cost, for it is a serious situation if 
the parents of little Johnny or Mary 
give them their bank money, only te 
have it brought back when the day 
is over. Also Johnny or Mary might 
be tempted to spend the money if 
the collector does not call when due, 
and that does not help the bank at 
all. Also it may influence the par- 
ents’ opinion of the institution. Some 
collectors have walked miles through 
driving storms from a_bogged-in 
automobile in order to make those 
vital collections, often getting but a 
few cents, but happy that they could 
report that they were on the job. 


Autos Travel Dirt Roads 


The bank pays the school ecollee- 
tors and all others of its drivers’a 
higher mileage on the dirt roads than 
or. the paved highways. It is figured 
that gasoline consumption is higher 
and wear and tear greater on the un- 
paved thoroughfares. 

The scope of the whole school col- 
lection effort may be seen‘from the 
fact that the collectors call on ap- 
proximately 1,880 schools weekly, 
attend to approximately 166,000 ac- 
counts and come in contact with 
more than 223,700 children. And it 
is the automobile that has made all 
of this tremendous effort possible. 


Industrial Savings By Motor Car 


The school savings work econsti- 
tutes the chief activity of the motor 
fleet, but other departments are also 
making some interesting motor his- 
tory. For instance, there is the in- 
dustrial savings department, which 
works up accounts in factories, lum- 
ber mills, logging camps, fruit pick- 
ing camps and other places where 
toilers congregate. Three cars owned 
by the bank are employed in this de- 
partment, while other private ma- 
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chines are retained where needed, on 
the mileage basis. These ears must 
also take their chances with Califor 
nia’s assortment of roads and high- 
while the men behind the 
wheels must be pretty good mixers 
as well as drivers. They must mingle 
freely with the workers of every 
degree and condition of servitude, 
eat the rough but usually wholesome 
‘‘ehuck house’’ fare of the mining or 
the lumber camps, sleep in bunk- 
houses, perhaps, if they can get no 
better accommodation and otherwise 
cast the impression that the high hat 
and the grand manner are very much 
things of the past in the banking 
profession. 


ways, 


The industrial savings man who is 
confronted with the necessity of 
working up accounts in the fish camps 
or the lumber plants around Cres- 
cent City, for instance, finds himself 
96 miles from the nearest railroad in 
California. He may often go into 
country where this thing known as 
varage service is extremely sketchy 
to say the least, and where he may 
find it necessary to jump into his 
dungarees and mix a bit of motor 
tinkering with the business of get- 
ting new accounts for his’ bank. 
There are few departments in the 
bank that call for greater versatility. 

The industrial department men, 
beeause of the hazards they must 
face in traveling over logging roads 
and in many places where there is 
little or nothing in the way of 
vehicular thoroughfare, may be char- 
acterized as the ‘‘shock troops’’ of 
the bank’s motor forces. 

The head of the department tells 
of being confronted on one occasion 
by a truck driver who insisted on 
using both sides of the road. In the 
rapid maneuvering for position that 
ensued, the truck driver went into a 
ditch. Fortunately he escaped un- 
hurt, but it was a close call for both. 
There have been other mishaps but 
none of them The bank 
drivers are under a strict injunction 
not to sacrifice safety and common 
sense for speed and there is no more 
room for the reckless motorist in the 
bank lists than there is for the reck- 
less teller or the reckless loaning of- 
ticer. 

In addition to its passenger motor 
fleet, the bank commands quite a 
fleet of what might be termed ‘‘ heavy 
duty stuff.’’ This is in the form of 
trucks, tractors and trailers, used for 
farm work. They are not owned 
outright by the bank but are utilized 


serious. 
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for farm cultivation work in which 
the bank is interested. In certain in- 
stances the bank finds it necessary to 
increase the output of a farm in 
which it has a financial interest as 
trustee or otherwise and the trucks, 
tractors and trailers are used in this 
work. There are more than two score 
of these employed. 


The Heavy Duty Truck’s Job 


The money cars, of which there 
are four in the bank’s service seem 
to attract the most public interest, 
but they lead the most humdrum ex- 
istence of all of the bank’s rolling 
stock. While their drivers and the 
messengers who ride on them are 
unusually alert and capable, the cars 
themselves are little more than 
trucks, used for hauling two or thrée 
items of unusually costly freight 
from one depository to another. 
They are built to withstand bandit 
siege and they move about more or 
less seeretly, contributing little to the 
interesting history of the 
motor fleet. 

That takes care of the whole line- 
up of rolling stock in the Bank of 
Italy. As far as the vice presidents 
and directors are concerned, if they 
do any rolling about in automobiles 
it is in their own machines, and they 
pay all of the tariffs themselves. 
‘hey may use a bank ear oceasional- 
ly, it is true, but it is always a ear 


bank’s 


Automobiles traveling 
through the rural districts 
pick up deposits that might 
otherwise be hid about the 
farms. Many farmers have 
thus learned the impor- 
tance of banking service. 








borrowed from some department, 
and its use by the official must be 
strictly bank work. There are no 
‘show ecars’’ in the Bank of Italy, 
Every machine, whether owned or 
operated by the bank, is a hard-work. 
ing member of the fleet. It is the 
property of the stockholders and it 
must return a profit in dollars or 
good-will, just as any other banking 
investment. 


Where To Find Safe Deposit 
Box Prospects 


To stimulate its employes to se- 
cure more renters for safe deposit 
Loxes, the First National Bank of 
Fort Wayne, Ind. publishes the fol- 
lowing item in its employes’ house 
organ, 

‘*Let’s run through the average 
First National employe’s daily rou- 
tine, outside of business hours, and 
see how many folks you come in con- 
tact with who could be sold a safe 
deposit box if the subject were mere- 
lv broached. 

‘* First of all, there’s the man you 
ride down with on the street car 
every morning. The power of sug- 
gestion is mighty, so just show him 
the morning paper, especially the 
article telling about the burglary 
committed the night before. Then 
it is just a question of signing him 
up. Or, if you drive to work, there’s 
the man you pick up two or three 
mornings a week. Mention a safe 
deposit box to him. One good turn 
deserves another, so help him pro- 
tect his valuables. He’d probably 
jump at the chance, so go after him. 

‘*Then there’s the chap with whom 
you’ve been eating lunch at noons. 
Tell him about our vaults and safe 
deposit boxes. <A_ little business 
mixed with pleasure goes a long way 
toward creating favorable impres- 
sions of our bank. 

‘*Then after dinner, you and your 
wife, or sweetheart, or husband de- 
cide to make a friendly eall for an 
evening of bridge, or may be it’s the 
movies. Every diversion brings you 
in contact with people, nearly every 
one of whom are prospects for this 
campaign. Then there’s your 
butcher, baker, tailor, grocer, milk- 
man, iceman, all of whom need a 
safe deposit box. 

‘*Surely every First National em- 
ploye can sell at least one of these 
prospects between now and August 
2nd. Go after them.’’ 
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Operating Policies 


- HE operating function, in a com- 

mercial bank, deals with the per- 
formance necessary to the internal 
handling and recording of transae- 
tions (other than those of loans) and 
the serving of customers in accord- 
ance with the best policies of cus- 
tomer relationship. 

In most commercial banks, the 
operating function has developed 
around the eashier and the loan ad- 
ministration function has developed 
around a vice president. Even to- 
day, the general public looks upon 
the cashier as the chief point of con- 
tact on the deposit side of the busi- 
ness. 

As banks grow in size, it becomes 
neeessary for the cashier to delegate 
much of his work and in banks where 
this sub-division of work and delega- 
tion is done along rather definite and 
sound channels, we find orgaization 
structures essentially in accordance 
with that shown on the chart illus- 
trated on this page. This is espe- 
cially so in banks ranging from ten 
to thirty million of deposits and even 
much larger. 

In the smaller banks, the same es- 
sential elements appear, only the 
subdivision of work is not carried 
out as far as shown. As will be ob- 
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By H. N. STRONCK 


Senior Partner, H. N. Stronck & Co. 
Consultants to Banks and Bankers 


served from the chart, the three 
major functional divisions are: 


1. Customers’ Service 


This consists of a group of in- 
dividuals who come in direct contact 
with the customer on the deposit side 
of the business. 

The rail-officer assistant cashiers 
are the direct contact as to inquiries, 
special services, directing, com- 
plaints, opening of accounts and 
signers of documents, such as cer- 
tificates of deposit, cashier’s checks, 
drafts, ete. The popular tendency 


if bank layouts is to place these of-— 


ticers in a separate group, physically 
separated from those officers who 
deal with loan and eredit transaec- 
tions. 

The teller group represents those 
transactions which the commercial 
customer usually utilizes in the or- 
dinary course of business. 

In large banks, especially those 
where great stress is laid as to eus- 
tomers’ service, the popular trend is 
to limit the cashier’s function purely 


to customers’ service and place the 
‘‘operations’’ and ‘‘ General service”’ 
groups, shown on the chart, among 
other things, under the jurisdiction 
of an operating vice president. 


2. Operating 


This group of personnel does not 
come in direct contact with cus- 
tomers, but the degree of satisfac- 
tory customer service rests, to a great 
extent, with the effectiveness of the 
operations of this group. In this 
operation the recording and hand- 
ling side of customers’ transactions 
take place and accuracy and speed 
of work must be the key note. A 
break-down in this ‘‘machinery’’ 
would seriously effect customer rela- 
tions. 


3. General Service 


This represents a group of serv- 
ices which benefit all divisions and 
departments in the entire institution. 
In the larger banks, some of these 
services have been developed to a 
high degree, notably personnel ad- 
ministration and supplies expense 
control. 

The following are some general 
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observations as to 


modern 





bank 


operation trends, relating to operat- 


ing details: 


1. Commercial Receiving And 


Paying 


There is a strong tendency toward 


the adoption, 


in all sections of the 


United States, of the dual unit plan 


of paying and receiving cages. 


This 


neans that both the paying and re- 
ceiving operations are handled by 


and each 
‘unit’? 
subdivided 
Smaller banks may have 
but one cage for each 
unit and only one win- 
dow to a cage, the larger 
operations either have 
several cages to the unit 
or one large cage with 
several windows. 
Advantages of the 
‘‘dual unit’’ are many 


ene teller 
handles a 
tors, 


fold. It is obvious that 
customers’ service is 
benefited when a _ de- 


positor can both make 
deposits and cash checks 
at the same window. 
The flow of work is 
speeded, for at no time 
is there a condition, such 
as exists under the sep- 
arated paying and re- 
ceiving operations, of 
having a ‘‘paying’’ load 
with the receiving tellers 
idle, or vice versa. 

The mechanies of re- 
ceiving are far removed 
from the day when the 
teller received a deposit, 
ehecked the items, and 
eventually charged them 
to their ultimate source. 
Most of this work is now 
handled by a ‘‘distribu- 
tion and proof’’ depart- 
ment and the teller is 
concerned with the veri- 
fication of cash only. 


2. Distribution And 
Proof 


This department is the 
‘‘heart’’ of the behind 
the scenes operation. 
As practically all of the 
items destined for the 
bookkeeping, in and out 
clearings, and _ transit 
departments pass 
through the distribution 
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cage or 


unit 


of banks deposi- 
alphabetically. 
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break-down at this 


department, a 
point would tie up the entire ma- 


chinery. Among some of the larger 
banks, distribution departments are 
organized along much the same lines 
as the famous ‘‘ Ford assembly line.’’ 

The work of the checking, proof- 
ing, sorting and charging of items is 
so sub-divided that each clerk within 
the department handles but one small 
detail. Lower costs are a natural 
resultant, as no higher priced clerk 
performs work which a lower priced 
clerk can perform. Production has 
heen speeded still further by the in- 
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This chart shows the time allocation of a “shifting crew” plan in 
operation in a medium-sized commercial bank. All tellers and clerks 
are busy all the time with an exceptionally low cost per transaction 


as the result. 
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CLEARINGS 


troduction of mechanical 
such as carrier belts, 
machines and the like. 
In addition to the mere proofing 
of deposits and sorting and listing of 
items, the scope of this department 
may include a large portion of the 
work of the bookkeeping, 
and transit departments. Thus 
‘‘checks on this bank’’ and ‘‘de- 
posits’” may be sorted and charge: 
directly to bookkeepers, individually 
or in groups. Clearing checks on the 
larger city banks are usually sorted 
and listed by banks, and transit 
checks are sorted and 
charged directly to the 
divisions, within the 
transit department. 


devices 
distributing 


clearing 


3. Individual Books 


Bookkeeping depart- 
ments are rapidly being 
organized on a ‘‘unit”’ 
basis, that is, all of the 
ledgers are divided into 
unit groups of several 
ledgers each. Because 
of the character of the 
work performed, inten- 
sive supervision is neces- 
sary. These same units 
are the basis for super- 
visory lines, each unit 
being in charge of a sig- 
nature payer or senior 
clerk. Inasmuch as 
bookkeeping records are 
permanent records and 
statements are forward- 
ed to customers, ac- 
curacy and neatness are 
prime requisites for this 
work. 


4. Transit 


Speed in the collect- 
ing of items is the first 
consideration in ‘transit 
operations. With the 
establishment of the 
Federal Reserve System, 
the collection of checks 
was greatly facilitated. 
The introduction of air- 
mail and the further ex- 
pansion of this service 
will greatly reduce the 
time consumed in the 
collection of items. It 
also necessitates a more 
careful handling of large 
transit items as_ these 


same items can frequent- 
(Continued on page 38) 
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Directors 
Industries 


Bank 


INCE time immemorial; the names 

of bank directors and their busi- 
ness connections, have been regarded 
as a valuable advertising asset. Such 
a list always is ineluded in the bank’s 
statement of condition, in almost 
every piece of printed matter and 
occasionally in newspaper and pub- 
lication advertising. 

This is as it should be. When a 
prominent figure in the business 
world lends his name and interest to 
a bank directorate, that is prima 
facie evidence to the publie that he 
regards that bank as a good one, and 
that patrons of the institution may 
expect to benefit by the advice and 
experience which that captain of in- 
dustry contributes to the administra- 
tion of the bank. That is virtually 
the tenor of every director ‘‘adver- 
tisement’’ that has been printed to 
date. 

But why stop there? Why not 
eash in further? WHere’s how one 
bank did it. 

The Cleveland Trust Co. has about 
60 direetors including not only busi- 
ness and professional men but educa- 
tors, former government officials in 
high places and so on. 


A Source of House Organ Copy 


The Cleveland Trust also publishes 
a magazine known as The Cleveland 
Trust Monthly which not only is dis- 
tributed to some 1,400 employes, but 
enjoys a 2,000 cireulation outside 
the bank largely among business 
men of northern Ohio. Hence it be- 
comes a combination internal-exter- 
nal magazine with leading articles of 
general interest, and employe news 
in the back pages of. each issue. 

It was in the search for magazine 
material that the editor hit upon the 
idea of securing good copy and ait 
the same time capitalizing further 
the prestige of members of the board 
of directors. 
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By I. 1. SPERLING 


Assistant Vice President, Clereland Trust Co. 
Cleveland, Ohio 


Directors are asked to 
write articles about 
their industry. 


These articles are pub- 
lished in the bank’s 
house organ. 


The articles are then re- 
printed in the daily 
newspapers. 


The articles are also re- 
printed as folders and 
distributed to prospec- 
tive depositors. 


This helps the director 
as publicity. 


It helps his industry. 
And it helps the bank. 


All Benefit 
From This Plan 


Practically every director was 
asked to write or ‘‘ pose for an inter- 
view’’ about the activity or business 
in which he was engaged and show 
the economic significance of his enter- 
prise to Cleveland and northern 
Ohio. In every case, whether the 
director actually wrote the article 
himself or merely approved it, his 
name and connection appeared at 
the top of it together with the refer- 
ence ‘‘Director, The Cleveland 
Trust Co.’’ 


Articles were 1,500 words long and 
contained a picture of the director 
as well as a scene from the industry 
or enterprise he described. 


Each article began with some 
‘*human interest’’ introduction, con- 
tinued with some figures and facts to 
show what that activity meant to 
Cleveland and nearby territory and 
finished with a brief history of the 
director’s own company. 

The newspaper headline style of 
titling the story was used. So we find 
articles like: ‘‘Cleveland—Paint 
Iieadquarters,’’ by George A. Mar- 
tin, president, The Sherwin-Williams 
Co.; ‘‘Drills to Civilizatién’’ by J. 
D. Cox, Jr., president the Cleveland 
Twist Drill Co.; ‘‘The Ohio Tax 
Problem,’’ State Senator C. C. Bol- 
ton; ‘‘Unele Sam’s Broken Back,”’ 
by Charles Lathrop Pack, forest 
economist; ‘‘Cleveland Pioneers 
Again,’’ Geo. H. Brown, secretary- 
treasurer The Winton Engine 
(Diesel engines) and so on. 

As a suggestion of the handling of 
the articles, I quote a few of the un- 
usual introductory paragraphs: 


DRILLS TO CIVILIZATION 


As our hairy progenitors swung from 
limb to limb, it may be imagined that they 
found it diifienlt to keep their personal ct- 
fects about them. Obviously they must 
have felt the need for attaching a thong of 
string to their stone hatchets. Therefore 
it must have been at precisely that moment 
that the drilled hole and the drill were in- 
vented. 


21 








KNITTING FOR THE NATION 
winter as you see sweater-clad 


Next 
crowds at football and hockey games; as 
you pull your own knitted scarf set about 
you—have an extra glow of pride in Cleve- 


land. Next time you see a graceful form 
cleave the water in a perfect dive, consider 
the bathing suit. No matter where you saw 
it—chances are the suit was made in Cleve- 
land. 

HOTEL DE LA Hoor 

Imagine if you can, driving along 
a road and coming to a sign post 
reading: ‘‘ First Class Hotel Ac- 
commodations for Traveling Live- 
stock. Rates substantially lower 
than at lodging houses for humans.” 
What a jolt for the biped tourist! 
He’d probably blink, rub his eyes 
and recall fantastic animal worlds 
such as were pictured in Gulliver’s 
Travels. 

And yet though there is no such 
signboard Cleveland has a_ place 
which offers exclusively, lodging 
for livestock on the hoof and it 
does a flourishing business. 

THE Macic Box or ENERGY 

Alladin rubbed a lamp and a 
genil appeared to do his bidding. 
Today we step on a button and the 
automobile throbs into life; we pull 
a switch and turn some dials on 
our radio set and jazz or symphony 
and song come floating from the 
deep throat of the loud speaker. 


These will give an idea of 
what is meant by ‘‘human in- 
terest’’ introduction. 

Of course it has not been 
possible to include every di- 
rector. The lawyers and doc- 
tors have ethics about publi- 
city, but we are continually 
on the lookout for a legitimate 
or proper opportunity to get 
an article from them. It may 
be based on a publie address, 
or the germ of the article may 
be contained in a casual con- 
versation. :' 

Then in the ease of several 
men in the same industry we give 
each an opportunity to sign such a 
story and it usually simmers down 
to one who permits the use of his 
signature. The others are mentioned 
ir the article. In other instances an 
outsider, usually a well-known news- 
paper or publicity man is asked to 
write the article based on interviews 
with the men concerned. 


Employes Learn About Directors 


In this way, not only does the 
harassed editor obtain prime mate- 
rial but in the case of an inside- 
circulation magazine, he introduces 
the directors and their activities to 
the employes, gives the latter a birds- 
eye view of each enterprise and of 
the city’s position in the industry as 
a whole, and secures the more ac- 
tive interest of the directors. 
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Another by-product of these stories 
was the reprints of them published 


in the daily newspapers. Attracted 
by the headlines or intrigued by the 
evidences of the city’s high position 
in this or that industry, the papers 


devoted from half column to a 


To Make Contests Go 


Give the new customers some sort 
of recognition for coming to the 
bank during the contest. 


<>) 


Conduct a_ school 


the 
workers. 


to train 


>> 


Get a good speaker from outside who 
has become a customer during the 
contest to tell the employes at a 
meeting why he came and what 
your bank has to recommend it. 


«>> 


Offer prizes for those who get the 
most friends to help them solicit. 


<> 


Offer consolation prizes to those who 
work hardest among those who do 
not win on points. 


<>) 


Keep the institution uppermost in 
the minds of contestants. 


td 


Pay no prizes for unprofitable ac- 
counts. 





column of excerpts from the articles. 

And finally to squeeze the last drop 
of precious value from the series, the 
same type was lifted out of the mag- 
azine each month (thus saving the 
cost of re-setting) and printed in a 
one or two page folder and mailed to 
«u selected list of commercial pros- 
pects, several of whom have become 
customers since the 
two years ago. 


series started 


The first of the reprints was ac- 
companied by a letter signed by the 
vice president in charge of the New 
Business Department. Each reprint 
also included an advertisement of 
the banks commercial banking facil- 
ities. How much the series had to 
do with hastening the account is hard 
to say, but comments and letters re- 
ceived indicate a cordial 
greeted the reprints. 


welcome 


This Plan Rented Safe 
Deposit Boxes 
‘*If I were to write a new beauti- 
tude,’’ says E. H. Bouton, manager 
of the Woodlawn Safety Deposit Co.,, 
(Chicago, ‘‘it would be ‘ Blessed is the 
man that advertises, for he shall see 
Vietory perched upon the 
banners of his organization’.”’ 
Mr. Bouton further says, 
‘*My motto for renting safe 
deposit boxes is, ‘write some- 


thing that will be talked 
about.’ 

‘‘T have sent out many 
thousands of cards  some- 


what similar in character, but 
different in composition to 
the one which read as follows: 


‘*A vital question. What 
shall I do to be saved? Saved 
from the day bandit—saved 
from the midnight prowler. 
The best way—the safest way 
—the cheapest way. Rent a 
safety deposit box sealed in 
steel—eternal vigilance—rent- 
al nominal, Woodlawn Safety 
Deposit Co., 63rd St. at Wood- 
lawn Ave. By frugality you 
have accumulated a 





com- 
petence. The thief will get it 
if you don’t watch out. This 


preachment is no fairy tale. 


These are ineontrovertible 


facts. Well, what should you 
do about it ? 
‘“‘This one I heard from 


more than any others because 
of the interrogation, ‘ What 
shall I do to be saved?’ 
‘“‘One man threatened to 
report me to the ‘Sky Pilots’. I as- 
sured him | Billy Sun- 
day, trying to save souls, but rather 
1 was preaching a doctrine of saving 
the coin of the realm, in order that 
those who did do this would not be 
tempted to do something that would 
jeopardize their eternal salvation.” 


was no 


Banish the future; live only for 
the hour and its allotted work. 
Think not of the amount to be ae- 
complished, the difficulty to be over- 
come, but set earnestly at the little 
task at your elbow, letting that be 
sufficient for the day ; for surely our 
plain duty is ‘‘not to see what lies 
dimly at a distance, but to do what 
lies clearly at hand.’’—Osler. 





0 
Man’s natural tendency is toward 
egotism.—Bulwer Lytton. 
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A New Kind 


Of Budget 


No. 8 in the series of 


Bill Wilson stories 


ILL ‘WILSON’S Advertising 
Program works from the in- 
side out and from the top down. 


be HIS is a new sort 

of advertising 
budget, Mr. Moder- 
well,’’ said Bill Wilson, 
advertising manager for a year, and 
more recently untitled assistant to 
the president of the Gibraltar Na- 
tional Bank. 

‘*Most of them start with amounts 
and wind up with explanations. 
Most of them start with the assump- 
tion that they are going to be cut and 
proceed on the principle of the Jew- 
ish gentleman who prayed for 
$7,000 hoping the Lord wouldn’t 
know that five was enough to get 
him out of debt. 

‘*This budget starts with the exact 
number of people, as nearly as that 
number can be ascertained, who 
ought to know more about the Gib- 
raltar National Bank. It then divides 
hese people into groups according 
to the profits likely to aecrue from 
them when they do know more about 
the bank. It then defines the various 
unquestionably-economical methods 
by which these various groups can 
be reached. It then, and only then, 
puts price tags on the methods.’’ 


Would’ nt This Make Any 


President Swear? 


‘“What’s the sum of the price tags, 
sill?’’ asked the president. 

‘Two hundred thousand dollars.”’ 

Mr. Moderwell had never sworn in 
his life, but he came near to it this 
‘ime. 

“Two hundred thou—not in two 
hundred thousand years!”’ he stated. 

Bill grinned his well-known grin 
as he replied: 

‘*You don’t mean ‘not two hun- 
dred thousand in two hundred thou- 
sand years.” You mean ‘not two 
hundred thousand in one year.’ I 
mean the same thing. This is a five- 
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By R. E. PORTER 


year program—and 
very cheap at the price, 
I assure you.’ 

‘*Well,’’ breathed 
the president, ‘‘that’s a little more 
iike sanity. Go ahead and let’s hear 
your program.’ 

‘* First of all, then,’’ read Bill, ‘‘it 
is suggested that the Gibraltar Na- 
tional Bank eliminate all plans de- 
signed to appeal in whole or in large 
part to children, illiterates, or per- 
sons who do not read the English 
language. 

‘*Second, it is recommended that 
only such plans as present large cir- 
culation at low cost per unit be ap- 
plied to non-customers, leaving all 
plans of low circulation, at high cost 
per unit, for application to the 
bank’s present customers. 


Every Piece of Copy To Be Tested 


‘*Third, it is reeommended that no 
expense be incurred for space, print- 
ing, postage or other advertising 
vehicle, until the message which such 
vehicle is to carry shall have passed 
the test of worthiness, distinetive 
character, arresting form, and 
action-compelling force. 

‘*Fourth, it is recommended that 
every advertisement of any sort for 
which the bank ineurs expense shall 
be, in some way, connected, previous 
to its publication, with some definite 
planned action on the part of the 
bank’s directors, officers, or employes. 

‘* Fifth, it is reeommended that the 
efficiency of the advertising be 
checked in connection with and as a 
part of the efficiency of such per- 
sonal aetion.’’ 


The Advertising Budget 
Mr. Moderwell had nodded his 
‘ead as each of these general policies 


was read. He listened more atten- 


(Continued on page 42) 


President Moderwell 
Checked Over 


The Advertising 


Policies 


proposed by 
Bill Wilson 


1. Eliminate all plans de- 
signed to appeal in 
whole or in part to 
children, illiterates, or 
persons who do not 
English 


read the 
language. 


Plans presenting a 
large circulation at low 
cost per unit are to be 
applied to non-cus- 
tomers, leaving plans 
of low circulation, at 
high cost per unit, for 
application to the 
bank’s present cus- 
tomers. 


No expense to be in- 
curred until the mes- 
sage shall have passed 
the test of worthiness, 
distinctive character, 
arresting form, and ac- 
tion-compelling force. 


Every advertisement 
shall be in some way 
connected with 
planned action on the 
part of the bank’s di- 
rectors, officers, or em- 
ployes. 


. The efficiency of ad- 


vertising shall be 
checked in connection 
with and as a part of 
the efficiency of such 
personal action. 





ROLLIN A. WILBUR 


New president of The Investment 
Bankers Association of America 


OLLIN A. WILBUR, vice presi- 

dent of the Herrick Co., Cleve- 
land, and a business associate of 
Myron T. Herrick, American Am- 
bassador to France, has been nomin- 
ated president of the Investment 
Bankers Association of America for 
the years 1928-29. Since his nomina- 
tion is tantamount to election, Mr. 
Wilbur will assume his office at the 
close of the association’s annual con- 
vention to be held at Atlantie City, 
October 14 to 19. He will sueceed 
Henry R. Hayes of New York, vice 
president of Stone & Webster and 
Blodget, Ine. 

Mr. Wilbur’s nomination came in 
recognition of his excellent record on 
the association’s board of governors 
and of his services in its industrial 
securities committee in furthering 


sounder principles of industrial 
financing. His report on non-voting 


stocks, opposing their general is- 
suance, was adopted as the associa- 
tion’s policy in 1926 when the sub- 
ject was one of endless controversy 
and non-voting stocks were decried 
as a menace. This report, calmly 
summing up the facts in simple para- 
graphs that alternately began with 
‘*For non-voting stocks,’’ 
non-voting stocks,’’ was widely re- 
printed in news and_ editorial 
columns and a tamed ‘‘menace’’ at 
onee lost interest cause for 
public alarm. 

Since 1915 Mr. Wilbur has been 
associated with Parmely W. Herrick, 


‘* Against 


as a 
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founder and head of The Herrick 
Company and Myron T. Herrick, 







































Officers 1928-1929 
I. B. A. of A. 


President: Rollin A. Wilbur, 
vice-president, The Herrick Co., 
Cleveland. 


Executive vice-president: Alden 
H. Little, Chicago. 


Vice presidents: Frank M. Gor- 
don, First Trust and Savings Bank, 
Chicago; Jerome J. Kanauer, Kuhn, 
Loeb & Co., New York; Joseph L. 
Seybold, Wells-Dickey Co., Minne- 
apolis; Joseph R. Swan, Guaranty 
Company of New York; Carroll J. 
Waddell, Drexel & Company, Phila- 
delphia. 


Treasurer: Robert A. Gardner, 
Mitchell, Hutchins & Co., Chicago. 


Secretary: Clayton G. Schray, 
Chicago. 


Members of the board of gover- 
nors: Albert E. Schwabacher, 
Schwabacher & Co., San Francisco; 
Stanley L. Yonce, Northern Trust 
Co., Duluth; Edward N. Jessup, 
Lee, Higginson & Co., New York; 
Kelton E. White, G. H. Walker & 
Co., St. Louis; Herbert F. Boynton, 
F.S. Mosely & Co., Boston; J. A. W. 
Iglehart, J. A. W. Iglehart & Co., 
Baltimore; Thomas W. Banks, 
Banks, Huntley & Co., Los Angeles; 
James A. Eccles, Harris, Forbes & 
Co., Ltd., Montreal; Gustave M. 
Mosler, Brighton Bank & Trust 
Co., Cincinnati; Gerald Parker, 
Commerce Trust Co., Kansas City; 
Dietrich Schmitz, National Bank of 
Commerce, Seattle; Canton 
O’Donnell, United States National 
Co., Denver. 


New Officers 


for 


Investment 
Bankers 
Association 


American Ambassador to France. 
He was born in the little country 
town of Wellington, Ohio, and after 
graduation from high school went to 
work in a minor position in the Home 
Savings and Banking Company of 
that place. Alternating years of 
work and study followed. After a 
year in college Mr. Wilbur returned 
to Wellington as assistant cashier 
and, later, as cashier of the First 
National Bank of Wellington, attend- 
ing to bank duties by day and study- 
ing law at night. He was admitted 
to the Ohio Bar in 1897 and moved 
to Cleveland. 

Although he was now a practicing 
attorney, entitled to plead in the 
courts of the state, young Wilbur's 
ambition was not satisfied. He at- 
tended Western Reserve University 
Law School from which he received 
the degree of L. L. B. in 1900. Still 
unsatisfied he studied at Harvard 
Law School in 1901 and 1902 and 
then returned to Cleveland to prac- 
tice law. He was general attorney 
for Utah Power & Light Co., Salt 
Lake City, 1913 to 1915. It is said 
that the Herrick interests were first 
attracted to Wilbur by his inde- 
pendence of mind as well as by his 
industry. In a disputed business 
problem Wilbur held to his opposing 
convictions so vigorously that he 
won his point against his subsequent 
associates. This was the kind of man 
the Herricks were looking for and 
the partnership offer followed. 
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Strong Financial Advertisements 


“At Your Service Day And Night” 


No. 3 in a series of 
advertisements that 
have proved profitable 


The response received to this 
advertisement and the others in 
the series has helped the bank to increase 
resources from slightly more than eleven 
million dollars to more than forty million 
dollars, in five years. 

C. Addison Harris, Jr., president of the 
Franklin Trust Co., has always taken a 
very keen personal interest in all of the 
advertising and new business efforts and 
favors very greatly the maintenance of the 
campaign of regularity which has been in 
effect for the past five years. H. Ennis 
Jones, vice president, who numbers among 
his responsibilities both of these depart- 
ments, informs us that the Franklin Trust 
Co. executives are thoroughly sold on 
the idea that the greatest results from 
advertising accrue from its accumulative 


value. 
Object To impress upon the public the 

fact that the Franklin Trust Co. 
was the first bank in Philadelphia to 
establish night banking and that it is 
foremost among Philadelphia institutions 
in rendering unusual banking service. 


Results 


Where Published Used in all the dom- 

inating Philadelphia 
newspapers consistently, throughout the 
year. 


Campaign A series of 60 like advertise- 
ments have been run in a 
five year campaign in Philadelphia papers. 


Follow-up The Franklin Trust Co. has 

endeavored in several ways 
to extend the usefulness and effectiveness 
of its newspaper advertising by having 
the copy reduced, or rearranged for other 
periodicals in which advertisements appear 
so that they will particularly appeal to 
the circulation served by these publica- 
tions. Most of these advertisements are 
reduced in size and printed on 4-inch by 
9-inch blotters which are enclosed in the 
12,000 monthly statements of accounts 
that are rendered depositors. 
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Back of Every 


Successful Business... 


S a strong Bank that un- 
its problems — a 
para ja ee of helpfulness and wise 
always eager to serve. 
our 50,000 clients are some 
's foremost 
man whose success has reached 
the corners of the 


(Signed) : <p HEE 
a 


Resources over $42,000,000.00 
Open ’til midnight daily 


FRANKLIN TRUST 


West Phila. Office Germantown Office 
S2nd and Market Ses $708 Germantown Ave. 
Front Sereet Office Frankford 
Front and Market Sts. Frankford Ave. and Paul Se 
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THE BANK THAT GAVE PHILADELPHIA DAY-AND-NIGHT SERVICE 
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Customers Like Service Charge 


Did it ever occur to you that you could build goodwill for 
your bank with a proper service charge? You can! And 
you can increase your dividends three to fifteen per cent 
when you do it. This story is based on an actual case. 


By C. M. DOPLER 


Of Edward R. Burt & Co., Certified Public Accountants, Chicago 


HE resources of the Little Na- a few ideas on bank costs and some 
tional Bank included some 3,000 other things. 


checking accounts and a bookkeeper “If the 


named Jim Hardy. The checking everything free for its customers”’ 
accounts did not appear on the asset he said to Jim 


was worth to the bank. 
Jim was tired. He had been post- — fessions.”’ 
ing debits and credits to the 3,000 


one account out of six 


‘‘vou'd get a raise. 
side of the balance sheet because Banking is a profession and banks 
2.900 of them were unprofitable and = ought to charge for what they do, 
Jim Hardy’s name was omitted be- the same as the Doctor or Lawyer. 
cause no one knew how much Jim If they did, vou bankers would be 
among the highest paid of the pro- 


It tickled Jim's pride to be called 
accounts day after day and in a de- a banker but he only grunted a reply, 
tached sort of a way Jim felt that only something to the effect that Mr. Ellis 


said ‘tthe directors wouldn't agre 
to a service charge for fear it would 
drive the bank’s customers away.” 


A Plan Is Worked Out 


‘* Jim, my vacation starts tomor- 
row but darned if | wouldn't be 
willing to spend part of it just to 
help you get a raise. I know that a 
service charge will do the trick. Not 
a fixed charge on small balances. 
That isn’t a service charge, its not 
even a ‘stop loss charge.’ It might 
better be termed a ‘penalty charge.’ 


was worth while, and the 
other five didn’t know 
that Jim existed. 

The Little National 
Bank was having a hard 
struggle. Its competi- 
tors were older and big- 
ger and at first Mr. 
Ellis, the president, had 
found it difficult to at- 
tract depositors, but by 
sheer persistance and a 


£ 


OT a charge of 50 cents or a dollar, but a charge of $22.85 


and the customer liked it. The accompanying article 


tells why. 


LITTLE NATIONAL BANK 





Little, N.Y. 





ANALYSIS OF ACCOUNT 
FL. a Le < 2 7 


POSES TEESE E ESOT EE REOEESESEESEREEEESE SES EEESOSESES ESE ESO OEES 


: ‘ . , , SI, /9ILET 
liberal use of advertis PrOMecccccsee veh snnsssncsncconce neat pocsstaselosedoncescene 
ing he had finally estab- | Average daily balance - - -- = - - mw wm mm Sadeccceccceccscece 


lished the bank on a firm 
foundation but the div- 


Amount of out of town checks - - - - « - - = [Aiea c= 


See ee eee Ee eEEseee 


Daily average of out of town checks = - = = = sesecvesclceeccceee 


idends hadn’t been any Number of checks deposited - - -------- pogmee see 

too liberal and Jim was aramcaatlnest? tinny Rae Seated: ire aaa 

afraid to ask for a raise. Totel number of checks --------- = - Errrrrrerererii iy 

although his persona! jJrio.se 

resources were at a low average daily balance ~----==----=- = Pocceseseseseseseve 
Less: 


ebb. 


An Accountant Makes 





Deily average of out of town checks 


$8 2522.-.300 days to collect “57; ty 


‘ ; 4778.5 
A Suggestion 15% Reserve in vault and with banks S57. Pia aa Lt ae 
and tl lim’s el Average balance subject to earnings Ri. Aa 
4 en « S$ ¢€ m 
n¢ : " n ne : “ee DICOME 
steppe o the breach. 
ti I I ed int tn v — Interest on available balance$,//s7/,,at 5%.4.,.. months ae Loe 
Jim’s chum, incidental- Exchange paid =< -<--- <== rats oe Li eee 
° 46-° 
, Ine < ace ‘ COST _, 
sy — an acc an Charge for estivit s fi goneoks, “,.seachist5%., 
‘ vs] analvy o > Charge for size $AV/iP.KeFF. Xoo eoMODthS cose he ~ 
ad Dec - analyzing the Charge for Bieeeekeee Rt nn eeine poten eee: 
commercial departments ‘ 


of some of the large city 
banks and had absorbed 
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YOUR ACCOUNT. HAS BEEN CHARGED S2t85 





BANKERS 


Such charges may be ef- 
fective to a limited ex- 
tent, but penalty charges 
are prone to create ill- 
will. 

‘*None of us like to be 
penalized, but most of 
us are willing to pay for 
the service we receive. 
A real service charge 
based upon actual costs 
and the service rendered 
will produce a lot of 
revenue, sometimes as 
high as 15% on the eap- 
ital stock, and if it is 
properly explained, de- 
positors don’t object. In 
fact, they respect all the 
more a banker who re- 
cognizes the value of his 
service and demands 
adequate compensation. 

Let’s work out a 
simple system so that 
you and one of the girls 
can keep an analysis of 
the bank’s unprofitable 
accounts and prove that 
the dividends can be 
doubled and leave some- 
thing for your raise. 
I'll bet Mr. Ellis will be 


(Continued on page 32) 
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Philadelphia 


Broad Street with 
City Hall in the 
background. The 
large building at 
thé left is the 
Bellevue -Stratford 
Hotel, A. B. A. 
convention head- 
quarters. 


By Ewing Galloway, N. Y. 


A Leader In American Finance 


ISTORIC Philadelphia may ap- 

peal most vividly to strangers, 
yet modern Philadelphia is 
ore impressive. 

Philadelphia is ever thought about 
and written about as an ultra-con- 
servative city. The truth is that it 
has always been one of the 
radical, 

In matters pertaining to finance 
and banking Philadelphia has start- 
ed first far oftener than has any 
other great American City. 

Philadelphia organized America’s 
first bank of any kind. Here also 
was started the first trust company 
in the United States. 

The Philadelphia Savings Bank 
organized in 1816 was also this coun- 
try ’s first and it is its oldest in that 
field. 

The first fire insurance company, 
the first life insurance company, and 
the first marine insurance company 
in the United States were all born in 
Philadelphia. 

What is equally interesting is that 
each one of the pioneers is still in 
existence and more prosperous than 
ever before. 


even 


most 


BANKERS MONTHLY SEPTEMBER 1928 


Radical not conservative Philadel- 
phia when it came to planting a new 
idea which was worth while. Penn, 
who founded the city almost 250 
years ago was by far the most radical 
of the early colonizers. 

Ile proved it in a way still ap- 
parent to all visitors. He laid out 
Philadelphia in straight streets. 
In Penn’s own first map there was 
not one thoroughfare in a diagonal 
direction. 

That was revolutionary as was his 
idea of making permanent peace with 
the Indian owners of the land. So 
for the first 60 years, nobody in 
Pennsylvania was killed by an In- 
dian. 

These early and radical notions 
have born much, first seen in finan- 
cial Philadelphia today. 

This is a city of homes, 420,000 of 
them, and a large percentage owned 
by those who occupy them. Thus it 
happens that real estate is a thing of 
intimate interest to a great part of 
the more than 2,000,000 population 
of the city. 

How did financial Philadelphia 
meet that real estate problem in 


several highly important ways and 
ways not then known anywhere else 
in the United States. 

Since so many seores of thousands 
are real estate owners, the transfer 
of real estate and the titles to rea! 
estate are vital property matters. 

Philadelphia finance . recognized 
the faet when it organized in this 
city the world’s first company for 
insurance of real estate titles. 
estate is 


Insuring titles to real 


now so common and so generally 


practiced in large cities it lacks 
novelty. Yet it was radical Phila- 


delphia which pioneered in that field 
and the original company, as is true 
of those other pioneers mentioned, is 
now greater than ever in the past. 
A second way in which Philadel- 
phia aided real estate owners was by 
the creation here of the first building 
and loan associations in the world. 
Membership in these 
aided tens of thousands of poorer 
people to purchase and pay for them. 
Philadelphia has now invested in 
associations $740,000,000. 


move, really a 


associations 


these 
Another radical 
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revolutionary move, on the part of 
this alleged ‘‘most conservative 
city.”’ 

Philadelphia was not the first to 
organize a company to insure mort- 
gages on real estate but it quickly 
saw the merits in that innovation and 
so created here the second company 
of that kind. : 

The individual trustee for an 
estate is rapidly vanishing. The old 
and benevolent wards of 
fiction and the stage are 
rarely seen. 

Trust companies are 
now almost entirely tak- 
ing over the work and the 
great responsibilities of 
handling estates for the 
benefit of heirs. 

The growth of sueh 
business in Philadelphia 
has been prodigious. Our 
trust companies today are 
suceessfully handling es- 
tates of the dead to the 
extent of upwards of two 
billions of dollars. 

These are only the out- 
side fringes of Philadel- 
phia as a financial centre. 
In the sheer weight and 
volume of its financial re- 
sources, Philadelphia is 
exceeded by not half a 
dozen cities on earth. 

Behind the combined 
banking power of this city 
is nearly three billions of 
assets. This is represent- 
ed by the hundred bank- 
ing institutions of Phila- 
delphia and allied organ- 
izations. 

Philadelphia is head- 
quarters of one of the 
twelve Federal Reserve 
Banks. It is not only the 
geographic centre of this 
Federal Reserve district 
but the essential channel 
through which virtually 
all the financial currents 
flow. 

It is the banking centre 
of a population of about 
12,000,000. But while 
that represents one tenth 
of the total population of 
the United States, the 
Philadelphia Federal Re- 
serve district represents 
far more than that when 
measured by industry, 
taxation and wealth. 

As proved by Federal 
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income taxes paid, this Philadelphia 
district is matched only by one other 
in America. The total output of its 
production industries overtops that 
of any other group of 12,000,000 
people in the United States. 
Pennsylvania for fifty years has 
loaded twice as many freight cars as 
any other state of the Union. Week 


after week and for years past the 
Pennsylvania 


Railroad alone has 




















Letter-Writing 
Philosophy 


By JAMES H. PICKEN 
Author of *‘Principles of Selling by Mail” 


Don’t write to readers—talk to them. 


84>) 


Don’t argue in a letter—state your case 
clearly and simply. 


&<>D 


Don’t write two pages if one will do 
and don’t write one if two are needed. 
Give the reader all the facts he needs 
to make up his mind. 


&>D 


Don’t write two letters where one 
should handle the problem. 


t>P 


Don’t expect your reader to get more 
out of your letter than you put into it. 


<8 


Don’t follow beaten paths always— 
blaze a few new trails occasionally. 


>> 


Don’t forget that the customer and not 
the president is boss. 


tb 


Don’t think you can “high hat” the 
reader and get away with it—he holds 
the trump card. 


48>) 


Don’t be flippant—banking is a serious 
business. 


8D 


Don’t be careless in little things— 
small mistakes make big failures. 


8) 


Don’t forget that we all still have a 
great deal to learn. 








carried virtually one out of every six 
loaded freight cars on all American 
railroads combined. 

Philadelphia is the centre of this 
country’s leading textile industries, 
It is the nearest metropolitan bank- 
ing centre to the enormous cement 
industry and the far greater coal 
industry. 

Anthracite alone in four counties 
of Eastern Pennsylvania produces 
yearly fuel which sells for 
double the value of all the 
gold mined annually in 
the world. 

The Earth’s production 
each year of silver makes 
a small stack of dollars 
when placed beside the 
dollars represented by 
Pennsylvania anthracite. 

Philadelphia offers an- 
other measure by which 
to judge of its financial 
importance. Bank clear- 
ings are ever regarded as 
a fair index of current 
business transactions. 

Philadelphia clearings 
week after week approxi- 
mate or exceed $500,000,- 
000, and are equalled by 

-the clearings of only two 
other financial centres. 

In appraising Phila- 
delphia as a financial 
centre, account must be 
taken of the city’s great 
savings banks. More than 
400,000 depositors have in 
four of these mutual sav- 
ings banks upwards of 
$400,000,000 of deposits. 

The oldest of these are 
named Saving Fund Soci- 
eties. They are an echo 
of that far-off day when 
the very name bank ear- 
ried a sinister meaning—- 
the days when the battles 
over the United States 
Bank were a part of the 
political activities of this 
nation. 

To avoid the name of 
bank, the older savings 
institutions were called 
Fund Societies. It is sym- 
bolie of the need for such 
institutions that the first 
deposit made in 1816 in 
that oldest American Sav- 
ings bank was a negro 
servant. 

These great savings 


(Continued on page 36) 
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1. Is deposit for 


9. Is ‘‘deposit in 


credit a trust? 


trust”’ for another 
a real trust? 


To 


3. Can a firm trust 


account be 
attached? 


4. May a trust com- 


pany decline to 
serve? 


Is Deposit For Credit A Trust? 


A CUSTOMER of a New York 
bank deposited $5,000, and the 
bank agreed to promptly wire a Cal- 
ifornia bank where eredit for the 
amount would be entered for the 
customer, to enable the latter to pay 
for a shipment of grapes. The New 
York bank failed before the wire was 
sent. May the customer recover the 
deposit on the ground that it was a 
trust fund? 

A. This transaction amounted to 
the mere purchase of credit, and not 
a trust, since the agreement did not 
contemplate that the sum would be 
held separately. The customer is not 
entitled to recover the deposit, but 
as a creditor will share in the divi- 
dends from the bank’s assets as such. 


May A Trust Company Decline To 
Serve? 


Q. A trust company was desig- 
nated as trustee in a will without 
its knowledge or consent. Follow- 
ing the death of the testator, the trust 
company for reasons of its own de- 
clined to serve. What effect will 
such action on the part of the trust 
company have upon the validity of 
the trust ? 

A. None. The equity side of a 
court will appoint a trustee to take 
title to the property and carry out 
the terms of the trust. 


Is “Deposit In Trust” For Another 
A Real Trust? 


Q. A business man deposited 
$10,000 in a bank, and directed that 
the account be carried on the books 
of the bank in his name ‘‘in trust 


‘for Arthur,’’ Arthur being the de- 


positor’s son. The depositor never 
drew from this account, and in- 
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Legal Answers 


Trust Fund Questions 


By LESLIE CHILDS 


formed his son of its existence and 
purpose. The depositor died and the 
question arises as to the right of the 
son to claim the fund as a trust. 

A. The deposit of this sum under 
the circumstances detailed might not, 
standing alone, have created a trust. 
However, it seems clear that the sub- 
sequent acts of the business man in 
not drawing upon the account, and 
the further fact that he informed his 
son of its existence, would show such 
an intention to establish a real trust 
as to enable the son to enforce it. 


Is A Trustee Liable For Unwise 
Investment? 


Q. By the terms of a trust instru- 
nient, the trustee was authorized to 
use his discretion in investing the 
trust funds, and it was expressly pro- 
vided that he should not be bound 
by statute in handling this feature 
of the trust. The trustee purchased 
wildeat stock of various kinds. Ma; 
he be held liable for the loss? 

A. Probably, ves. The mere fact, 
that the trustee was authorized to 
use his discretion in making invest- 
ments, did not relieve him from the 
duty to exercise ordinary care in the 
matter. And, if the loss was caused 
by a reckless disregard of the sound 
principles of investment, liability 
may attach to the trustee. 


Does Statute Govern Trust Fees? 


Q. B. executed a trust deed and 
inserted a provision therein which 
provided payment of $200 each year 
for the trustee, as full compensation 
for the services to be rendered. The 
trust was accepted by a trust com- 
pany, and the latter seeks to collect 
the statutory commissions, which 
greatly exceed $200 per year, on the 


5. May a bank ac- 
cept payment for 
a note from trust 
funds? 


6. Is the bank liable 
for paying a 
trustee’s checks? 


7. Does statute gov- 
ern trust fees? 


8. Is a trustee liable 
for unwise invest- 
ments? 


ground that the trust instrument 
should not be held to reduce the 
fees fixed by satute. Is the trust 
company right in its contention? 

A. No. By accepting the trust 
with the amount of compensation 
stated in the trust instrument, the 
trust company will hardly be per- 
mitted to claim commissions exceed- 
ing the limit fixed. Generally speak- 
ing, one executing a trust instru- 
ment has the right to fix the trustee’s 
compensation therein, and may name 
a sum different from that provided 
by statute for services of the charac- 
ter to be rendered. 


Is The Bank Liable For Paying A 
Trustee’s Checks? 


Q. M. opened an account with a 
bank which by his direction was en- 
titled, ‘‘M, trustee.”” The bank 
made no inquiry as to who was the 
cestui que trust, and had no knowl- 
edge of the reason for the account 
being carried by M. in this manner. 
M. drew checks from time to time 
payable to various persons, and it 
thereafter develops that such checks 
were given in payment of M.’s per- 
sonal obligations, and result in loss 
to P. who is the cestui. Has P. any 
claim on the bank for thus honoring 
the checks so issued by M.? 

A. In the absence of notice 
brought home to the bank of M.’s 
breach of trust, other than from the 
mere form of the checks, the bank 
would ineur no liability in paying 
such checks. The bank was under 
no obligation to investigate the rea- 
son for the issuing of the checks, and 
was justified in presuming that M. 
was acting within his authority. It 
follows, P. would have no recourse 

(Continued on page 41) 
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Our Own Nobody’s Business 
Forecast 
By E. CONNA MIST 


Unfilled orders in the pretzel in- 
dustry indicate that 
hooming among the speakeasies. Ten 
thousand carloads of Old Mold eigar- 


business is 


ettes indicate a slight sales depres- 
sion in the cough drop business but 
this has been offset by a flu epidemic 
in the stove industry. Sardines seem 
definitely canned and suspension is 
prevalent in the garter industry. 
The street cleaing business is_pick- 


ing 


up while safety razors seem 
slightly dull. Air mail keeps on go- 
ing up while increased orders for 


binoculars in Chicago indicate that 
the Greenwich Village Follies are in 
tewn. Skirts ean’t go much higher 
and bobbed hair seems to have put an 
awful dent in net profits. There 
seems to be quite a run in silk stock- 
ings and a quick rise seems altogether 
possible in veast. 

Hog prices are likely to improve 
and then again they are likely not to 
improve but our advice is to send for 
our 48-page booklet on ‘* Trade 
Trends, Their Significance and If 
Not, Why Not?’’ This will either 
clarify or muddle the economic situa- 
tion, and, it can be used in an emer 
gency to paper the spare bedroom. 





O----- = 


The Banker’s Dictionary 


Bonanza: ‘*‘ Yes, we have no bon- 
anzas.”” 

Central File: A file in the middle 
of the bank lobby. 

Diversification: The act of streng- 
thening your investments by buying 
a few bad bonds along with the good 
ones, 


Fly-By-Night Corporation: An 
air mail company. 
Fortnightly Settlement: A gen- 


eral procedure among bank employes 
who get paid twice a month. 


Free Silver: John D. Rocke- 
feller’s dimes. 
General Bookkeepers: Former 


Russian army officers. 
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“Overs and Shorts” 


Conducted By James L. Dilley 


Half Sovereign: Alimost 

European king. 
Hard Cash: 
Invoice: 

ecod night. 


any 


Silver dollars. 


An opera singer on a 





Picture of a Scotsman, who has just 
received a wire from his son requesting 
funds, rushing down to the bank to draw 
out some money. 


Startling Innovation 


The president of the bank dropped 
dead. The manager of the savings 
department kicked up his heels and 
took a nose dive on the cold lobby 
pavenent. Flint, the loan officer, 
became so upset that he said ac ad 
to an applicant. Paying tellers 
their windows and reached 
for the smelling salts, while the floor 
policeman closed the huge barred 
doors to avert a run on the bank. 

The advertising manager had 
written a full page newspaper ad in 
which the word SERVICE was en- 
tirely omitted! 


closed 


—-— 9 -———. 


Add Absent Minded Professor 


He haughtily declined a nomina! 
salary increase. 








0 


Amazing Happening 


Cashier: What was the greatest 
thrill you ever had in your life? 

Vice President: I went into a 
cabaret once that had a ‘‘no cover 
charge’’ sign on the door and there 
was no cover charge. 
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Big Error 


First Housewife: So you closed 
your account with the First National 
Bank ? 

Second Housewife : 
take. 


Yes, by mis- 
I made out a check for a dol- 
lar too much. 


Style prediction—Woman’s figure 
during coming months will continue 
at $1.98. 


Problem 


A movie hero was being sued for 
divorcee. 

‘*What are vou going to do now,”’ 
asked a friend, ‘**‘hunt 
wife?”’ 

**No,”’ replied the star, **I°m go- 
ing to hunt up an auditor.” 

‘*How come?”’ 


up a new 


‘*To show me how to give four ex 
wives each one-third of my income.” 


—_—(J)————_- 


Hopeful Outlook 


John: On my small salary, Helen, 


I’m afraid we couldn't possibly get 
married. 
Helen: I know, but look at your 


prospects. The boss has promised 
ine a big raise. 
ow 
Simile: As much privacy as an 
office telephone conversation. 


a | a 


Natural Query 


Executive: Take this 
for me please, Miss Gabbitt. 
Miss Gabbitt (new 
Where to, sir? 


Stern letter 


and excited 





o——_ 
Then there was the Seotsman who 
speculated in Liberty Bonds. 


Just A Couple 
Cashier: Have you any children in 
college ? 
Vice President: Yes, about three 


thousand dollars worth. 
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= Bookkeepers 
deserve this comp ‘ad 


UNIT PLANT _ 


N 


I" is expensive to run a bookkeeping § modern equipment. It creates order and 
department with posting machines _ increases efficiency. Let us tell you how 
scattered here and there—trays or bind- = Shaw-Walker “Unit Plant” equipment 
ers perched on stools—piles of checks, "Built Like a will give your bookkeepers 
deposit tickets and ledger sheets : er” gtcater convenience, speed up 
adding to the congestion and their work, savevaluablespace 
confusion. and reduce payroll expense. 
Your bookkeepers deserve Mail the coupon below. 








Branches and Dealers in All Principal (ities 


Other — — SEND FOR THIS SPECIAL REPORT BULLETIN — — 
Pee aie ' THE SHAW-WALKER COMPANY 
an quipment: BANK DEPARTMENT, MUSKEGON, MICH. Date 


Gentlemen: Send me, Free and without obligation, a copy of your Special Bulletin, ' 

“MODERN OPERATION OF COMMERCIAL BOOKKEEPING DEPARTMENTS,” which 
understand is a compilation of reports from progressive banks concerning suc- 
cessful changes they have made in their bookkeeping routine and installations of 
equipment that have brought them greater operating efficiency. 


Savings Ledger Desks 
Forms for All Records 
Filing Cabinets 
Teller’s Vault Trucks 
Check Sorting Racks 











| 
Name of Bank a oes : 





Posting Trays Mr. Title 
Also everything. for all 
other bank system City and State 
operations. | J 





Readers will confer a favor by mentioning THE SEPTEMBER,1928, BANKERS MONTHLY when writing to our advertisers 
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Customers Like Service Charge 


(Continued from page 26) 


clad to show it to the directors.’’ 
Jim had to work a little harder for 
a while, but the directors finally 
authorized a service charge to be 
based on the activity of all unprofit- 
able accounts regardless of size and 
to go into effect three months later. 
The other banks in town, except one, 
agreed to put on a service charge at 
the same time. 


The Costs Were Analyzed 


Accountants were engaged to an- 
alyvze the costs of the banks and in- 
stall simple systems so that the un- 
profitable accounts could be analyzed 
monthly at very little additional ex- 
pense and a service charge specialist 
came to assist the banks in inaugu- 
rating the plan. 

Advertisements were run in the 
local newspapers, a series of attrac- 
tively printed folders was prepared 
and in other ways the banks ex- 
plained to their customers the many 
different ways in which the depositor 
was served by his bank. The cost of 
this service and its value to the de- 
positor was emphasized, and Mr. 
Ellis wrote letters to the depositors 
maintaining active but unprofitable 
accounts in groups of 15 or 20 a day 
asking them to eall. 


How Depositors Were Handled 


In each case the depositor was 
made comfortable in an easy chair, 
offered a cigar or cigarette, if he 
smoked, and the analysis of his ac- 
ecunt was thoroughly explained. The 
depositor was shown how the float 
and reserve reduced the funds avail- 
able for investment, how the bank’s 
income on these funds was deter- 
mined, how accurate costs had been 
carefully determined and checked by 
competent and disinterested account- 
ants and how the bank had constantly 
been losing money on his account. 

No hint of criticism or complaint 
was permitted to enter into the dis- 
cussion, but the facts were brought 
out in a cheerful and friendly chat 
that not only accomplished the pur- 
pose but served to enhance the de- 
positor’s interest in the operations 
of the bank and the care with which 
his banking service was conducted. 

He asked if it were not possible for 
him to maintain a balance that could 
compensate the bank for the cost of 
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the activity. However, it was point- 
ed out that the bank understood 
thoroughly that his bank account 
was maintained for the needs of the 
business and not for the benefit of 
the bank and that if a compensating 
balance could not be maintained the 
bank proposed to work out a fair 
charge for the activity and debit his 
«account with the difference between 
that and the amount actually earned 
by his account. 

No apologies were made for the 
service charge, there was no indica- 
tion that the bank could not afford 
to render the service gratis nor was 
the depositor permitted to feel that 
he had been imposing upon the bank’s 
good nature in past. Ellis was very 
careful to point out that while the 
operating costs had increased tre- 
mendously, the yield on invested 
funds had steadily declined and that 
accounts that were once quite satis- 
factory had become unprofitable. 

When he left, it was with the im- 
pression that he had been taken into 
the confidence of his banker whom 
he had learned to know just a little 
better. 

He was sold upon the idea that his 
bank was a friendly bank, that the 
service it rendered was extremely 
valuable and that while there was no 
intent to penalize him for the size of 
his balance, the bank was merely 
asking him to pay a fair price for 
the service which it so cheerfully 
rendered. 


The Service Charge Was Installed 


Then the service charge went into 
effect. The Little National Bank 
had about 1,500 accounts under $100 
not including the ‘‘dormant’’ ae- 
counts. The announcement stated 
that these accounts would be debited 
$1 each month that the balance fell 
below $100 provided any checks were 
drawn against the account, and that 
the depositor would be permitted to 
draw 15 checks. If more than 15 
checks were drawn, the charge would 
be two dollars. If the balance ex- 
ceeded $100 but fell below $200 there 
was to be no charge for the first 15 
checks but for more than 15 checks, 
a charge of $1 would be debited. 

The more active accounts were to 
be analyzed and a copy of the anal- 
ysis mailed to the depositor. 


What The Charge Accomplished 


The first six months, about 150 of 
the small and dormant accounts 
were closed out, but the total de. 
posits materially increased. 

The Little National Bank collected 
nearly $10,000 in service charges the 
first year. About half of this amount 
was on the small accounts and the 
rest was collected on accounts with 
balances anywhere from $100 to 
$50,000. 

Surprising as it may appear, the 
depositors subject to the service 
charge, whether the amount was $1 
or $100 a month, not only acquiesced 
in the charge and paid it willingly, 
but the banks received innumerable 
letters commenting favorably upon 
the plan. In some instances, where 
before the end of the month, small 
accounts were closed out for other 
reasons, depositors voluntarily left 
$1 to pay the final month’s service 
charge. 

Of even greater importance was 
the fact that depositors evinced a 
desire to earry their accounts in the 
banks making the service charge be- 
eause of the greater prestige. 

The one bank that failed to agree 
to the service charge found itself 
isolated, found that while it gained a 
comparatively small number of the 
most undesirable accounts, it was un- 
able to attract the new and profitable 
business and within but little more 
than a year it announced a service 
eharge plan identical with that 
adopted by the other banks. 


Results After Four Years 


The Little National Bank has op- 
erated its service charge plan for 
nearly four years, it considers its 
reputation for providing high class 
service and charging a fair price for 
that service a valuable asset. 

It is no longer looked upon as a 
struggling institution and its cus- 
tomers have a certain pride in draw- 
ing their checks on a bank that is 
noted for its ability to demand ad- 
equate compensation for the service 
it performs. 

Needless to say, the Little National 
Bank is paying bigger dividends, Jim 
Hardy got his raise and his chum is 
busy analyzing costs and installing 
systems for the analysis of accounts 
in banks that want to build goodwill 
and net income with the same in- 
struments. 
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YEAR AFTER YEAR 


leadership in the 
field of check protection 





From the invention and manufacture of 
the first Protectograph, in 1899, have grown 
the present world-wide activities of The 
Todd Company and the most comprehensive 
system of preparing and protecting financial 
paper ever known. 

The Todd System today aids and protects 
the check user at every step. The famous 
Super-Speed Protectograph amount-writes 
1200 or more checks an hour. The New 
Century Protectograph, for the average busi- 


_ hess, is a revelation in speed and value in a 


small machine. The Personal Protectograph 
guards the bank account of the individual. 
Todd Check Signers, a large and small model, 
sign checks with almost incredible speed and 
make them far safer than a hand-signed 


check. Todd Greenbac Checks, designed for 

business firms, cancel themselves by re- 

vealing “void” the instant forger’s acid 
touches them. _Super-Safety Checks and 

Antique Moorish covers are the safest -and 

most beautiful depositors’ supplies offered 

by banks today. There are also Standard 

Forgery Bonds, supplied at large savings 

to Todd users, as preferred risks. 

More than a million Protectographs are 

in use in sixty-four nations. Over 250,000 

banks and businesses have bought their 

checks direct from The Todd “Company. 
Todd Check Signers are endorsed by prom- 
inent banks and business houses as one of 
the most progressive achievements in modern 
business. These facts are, in themselves, 
evidence of Todd leadership—evidence of 
the business world’s esteem for The Todd 
System. 

They mean that in any matter of check 
preparation you can consult a Todd -repre- 
sentative with confidence. These men are 
experts in their field. Consider the Todd 
office in your city at your service. Or write 
us. The Todd Company, Protectograph Divi- 
sion. (Established 1899.) 1137 University 
Ave., Rochester, N. Y. Sole makers of the 
Protectograph, Super-Safety Checks, Todd 
Greenbac Checks. 


TODD SYSTEM OF CHECK PROTECTION 


The Protectograph eliminates a large 
percentage of all check frauds by 
reventing raised amounts. The 
Scho raph is made in a variety 
of models, one for every check- 
writing requirement, priced from 
$22.50 up. Only Todd can make a 
Protectograph. 





Todd Greenbac Checks, with their 
patented self- canceling me 
eliminate another source of ma 
check | osses by dete nd wo > Fomey of 
payee’ ‘3 name, 
“counterfeiting.” 
or lithographed, they are made only 
to order, never sold in blank. 


Standard Forgery Bonds cover the 

remaining check-fraud possibilities, 

namely, forgery of signature and 
forgery of endorsement. Qualified 

ber and Todd 

Superbly printed 


v 
¥ 


the General Indemnity Corporation 
~ America. 


Readers will confer a favor by mentioning THE SEPTEMBER.1928, BANKERS MONTHLY when writing to our advertisers 33 





Taking Chances On Loans 


(Continued from page 10) 


and the ‘‘dear peepul’’ in general, 
though he is not yet more than the 
comic opera variety to the banks. 


Can You Afford To Overlook 
Legal Dangers 


A land shark sold a young plumber 
a corner lot during a boom, after- 
wards getting judgment for a size- 
able amount. Registering as a joint 
stock company the young plumber 
became a successful heating contrac- 
tor. His trusting banker chanced on 
the old judgment and advised settle- 
ment, but the plumber said it was a 
matter of spite to leave it unsatisfied. 
The land shark, now down and out, 
soon in fact went to heaven, neglect- 
ing to take the judgment with him. 
Nevertheless, the banker suffered the 
account to go elsewhere, although 
the plumber’s continued success was 
making him almost a public figure. 


Then a distant cousin of the land 
shark’s got a job in the heating con- 
tractor’s office and discovered that 
all but one or two of the shares were 
recorded as in the name of the old 
bookkeeper, the relative certificates 
being endorsed in blank and in the 
hands of the contractor. Arming 
himself with the necessary authority 
the employe made a seizure under the 
nineteen-year-old judgment ; the dis- 
mayed plumber (and his banker) 
discovered the truth of the Hebrew 
school boy’s boast to his mates that, 
‘‘The guy dat invented interest was 
no slouch.”’ 


Are “Efficiency Experts” Likely To 
Create A Danger 


There came our way the Construc- 
tion Supply Company, a concern 
filling a long felt want in the com- 
munity and in our deposit figures. 
Profits the first year were nearly 
25% and in them we had a paying 
account. But they chanced to hire 
an office man who posed as an ef- 
ficiency expert. His efficiency aimed 
at cutting down the profit of every- 
body with whom the firm did busi- 
ness, and the partners made the mis- 
take of giving him rein. A corner 
of the property was rented as a 
lumber yard, but when the Construc- 
tion SupplyCo. wanted $14 worth of 
boards they gave the order to an out- 
side yard because the price was $1.40 
lower than their tenant’s. The latter 
promptly found other quarters. 
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Then they reduced their bank bal- 
ances from $3,000 to $300 and less, 
and when we made a charge of $2 on 
an overdraft covering eight days and 
rising to $285 they wanted to know 
on what basis we figured interest. 
According to the efficiency man’s 
reckoning the interest was 61 cents. 
We were actually handling over 500 
checks a month for this customer, 
supplying him stationery and keep- 
ing his books, and were to make him 
a loan as well—for 61 cents! 

We refused to work for the Con- 
struction Supply Co. for the simple 
and sufficient reason that they re- 
fused to pay us for our work. 


Is It Safe To Anticipate A Future 
Income? 


A young man whose family had 
good standing with the bank engaged 
in the business of ‘‘hand logging’’ 
(a term well known in the North- 
west), and did so well that presently 
he was horse-logging and talking of 
a donkey engine and tackle. After 
some successful seasons, he contract- 
ed to log-off some odd sections on the 
claims of a large timber company of 
undoubted standing. For some rea- 
son it was not possible for him to 
give the bank security over the logs 
to be produced but we loaned him on 
his good name and the standing of 
the company by whom he was prac- 
tically engaged. 

But big companies can be very 
selfish and even tricky. Suddenly 
there was a quarrel, at the moment 
that our customer claimed there 
were some thousands of dollars due 
him. The bank found itself not only 
in the lumber business but in the 
legal business as well. When the big 
company found itself up against a 
suit backed by the bank’s money it 
talked more reasonably, and we got 
clear away, but it was an anxious 
time and salutary lesson on playing 
for safety first. 


Is There Danger In Spectacular 
Growth? 


I watched a lad progress from of- 
fice boy to head salesman of a whole- 
sale drug house. When he started a 
business of his own, the bank backed 
him rather heavily, though his eapi- 
tal was insufficiently small. We be- 


lieved he would make money and 
have ample capital in a few years. 


We noticed that matters developed 
well, his profit and loss account re. 
vealing a profit of $9,000, but—there 
is so likely to be a ‘‘but’’ when q 
young man finds himself at the head 
of a business which has not beep 
built up in the ordinary way. Ow 
customer’s living expenses ran 0 
high that only some $1,500 was 
added to his invested capital account, 
The bank’s confidence was gone and 
as no other banker could have the 
same personal estimate of him that 
we had had, his operations had to be 
cut 75% and his net earnings re- 
duced to a point far below his former 
salary as sales manager. 


Do Depreciation Methods Affect 
Personal Liability? 


In the unhealthily-fat years of 
1919,1920 a customer who had been 
running ‘‘Drive Yourself’’ ears, 
suddenly blossomed forth with profits 
of $20,000. Among his family and 
acquaintances he was the hero of the 
hour. Even to the banker he began 
to look like big business. Until we 
learned what a huge depreciation 
occurs in public automobiles and 
stage coaches. Inventory of ears 
jumped from $8,000 to $30,000. 
Thirty thousand dollars depreciat- 
ing at about 36% to 50% on equip- 
ment on which our customer owed 
50% to 75% of purchase price! Not 
so good. 

It was hard to make him see why 
we could no longer lend him even as 
much as we did when he was a poor 
man. He was a steady, simple-living 
man, who knew his business well, but 
eventually (and too late) he realized 
that any man who depends on his 
banker should have the banker’s say- 
so before recasting his business pro- 
gram. 

The banker has no option about 
‘‘taking a chance.’’ If success is 
90% sure, he still cannot risk it—not 
for 7% interest. If I am hooking up 
with a business partner of whom | 
expect heroic things I will take a 
chance of losing money—because of 
the chance the other way. But a 
banker is engaged in lending not in- 
vesting, money. 

The business of banking is not, on 
the one hand, the use of money for 
large profit, nor, on the other, the 
parting with money at all unless the 
principal and interest are sure and 
prompt. In short, it is ‘‘lending 
your money and getting it back’’ and 
bears only a very indirect relation to 
heroes—financial or otherwise. 
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Growing Bank Profits 
(Continued from page 12) 

The dividends have been continued 
during the past two years at the an- 
nual rate of $10,000,000, and the 
total distribution to stockholders, in- 
eluding the last dividend, paid in 
January is approximately $160,000,- 
000 which is 800 times the capital 
with which the First National started 
to do business. 


Today, there are 100,000 shares of 
bank stock each of which carries one 
share of security company stock. In 
1925, the last time a report was made 
public, there were 1,400 stockholders, 
but this number has probably in- 
ereased considerably. For years, the 
First National has had one of the 
highest-priced bank stocks and re- 
eent quotations have been at $3,700. 
Many shares of the stock are held by 
individual owners. During the past 
war depression period, in 1920-21, 
the stock was selling on the exchange 
at $840. 


Cooperation With The 


Government 


At all times, the First National has 
cooperated closely with the govern- 
ment. George Baker was 77 years 
old when the first Liberty Loan was 
declared but his age did not weigh 
heavily upon him. The First Na- 
tional subseribed $25,000,000 on its 
own account, still Baker was not 
satisfied with such a showing. He 
campaigned energetically, and he 
and his associates were able to turn 
in subscriptions of $110,000,000, the 
largest sum raised by any organiza- 
tion. Secretary McAdoo credited 
him with being the man chiefly re- 
sponsible for the success of the loan. 
He made equally important records 
during the succeeding war loans. 
During three wars, he has been called 
into conference by the 
ment at Washington. 


Throughout his life, Baker has 
been as able in the selection of his 
associates as in his upbuilding of 
railroads or in his money making. 
Many of the men who started to work 
for him shortly after they graduated 
from knee pants became important 
figures in the financial world. 
Thomas W. Lamont and Henry P. 
Davison both went from the First 
National to the house of Morgan. 
Lamont is still serving on the board 
of the First Security Co. 


govern-- 
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Deposits | 
$532,000,000 





Individuals, corpora- 
| tions and banks have 
more than 532 million 
dollars on deposit here— . | 
one indication that this 
| bank is serving them 
| to their satisfaction 


CONTINENTAL 
NATIONAL BANK 


& TRUST COMPANY j 


OF CHICAGO 








banks today represent real financial 
power even if they may not figure in 
the daily routine of commercial 
banking. 

And a similar thing is true of the 
Philadelphia building and loan as- 
sociations which represent assets of 
over $700,000,000. These are in ef- 
fect, savings institutions, the deposits 
in which are almost universally ap- 
plied to real estate. 

Philadelphia also enrolls other in- 
stitutions which add immensely to its 
financial power. It is the home of 
several life insurance companies, na- 
tionally known, and the resources of 
which are counted by scores of mil- 
lions. 

Historians as well as humorists 
and world tourists have for at least a 
century, and three-quarters, written 
of Philadelphia as an aristocratic 
city. For at least half that period 
it was universally regarded as the 
most luxurious of American cities. 
Thus was seen a curious blending of 
more extravagant modes of living 
with traditional Quaker simplicity. 

But whether or not Philadelphia 
was or is aristocratic, and whether 
or not it has been unduly concerned 
about who the grandfathers were, it 
has clung to certain traditions which 
give a solid back-ground to its finan- 
cial affairs. 

There are in Philadelphia about 
30 firms each of which has remained 
in the family which created it and 
for periods of 100 years up to 230 
years. 


Philadelphia A Leader In American Finance 


(Continued from page 28) 


One of these is the oldest business 
of any kind in the United States. 

In addition to these centenarian 
firms, always in the same family, 
there are scores of others which also 
exceed a century in age. 


Thus it will be seen that if the 
true Philadelphia takes note of an- 
cient family ties, the city has stuck 
tenaciously to these venerable busi- 
ness connections. 


These are, so Philadelphians be- 
lieve, a true index of the Phila- 
delphia habit of mind of clinging to 
that which is good. It all counts on 
the side of solidity and safety where 
property is concerned. 

In addition to other evidences of 
Philadelphia financial power may be 
cited a number of influential private 
banking firms, at least two of which 
are known to bankers all around the 
world. 


The more than 200 members of the 
Philadelphia Stock Exchange com- 
prise a real power in the domain of 
finance. They represent the distribu- 
tion of securities and form, in great 
measure, the direct contacts between 
the enormous buying powers of this 
eighth city in size in the world, and 
corporations. 


A Leader In Corporate 
Growth 


Philadelphia has ever been in the 
forefront of corporate expansion. 
Thus eighty years ago it became the 





To The Banker 


Contemplating a New or 
Remodeled Building, Fully 
Equipped, Ready for Service 


Knowing that strict adherence to, and 
the practicing of only the highest stand- 
ards of business principles, with integ- 
rity, responsibility, service and quality 
above profit, is essential to success, 
we respectfully place the service of 
such an organization before you. 


We can make your Bank, Bandit 
and Bullet Proof. 


The J. H. Wise Company, Inc. 


Syndicate Trust Bldg. 































Write us. 





Bank Builders 
St. Louis, Mo. 
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centre and headquarters of the great- 
est railway system in America—a 
system, by the way, which has paid 
a regular dividend for 80 years. 

Then when street railways were 
born, Philadelphia immediately took 
the lead. So it happened that a 
famous coterie of capitalists known 
as the Philadelphia syndicate became 
by far the greatest of any in that 
field. That syndicate controlled 
leading street railway lines not only 
in Philadelphia but in Chicago, Pitts- 
burgh, Washington, and New York. 

Quite naturally there developed in 
Philadelphia the foremost builders 
of street railway ears, until now 
more than half of all such ears seen 
in the United States were constructed 
at one factory in Philadelphia. 

After the street railways, came the 
immense developments in gas and 
electrical utility companies. Here 
again Philadelphia took the lead in 
expansion until today it is the home 
of the largest utility concern of that 
kind in the world. 


Philadelphia Financed The First 
Large Public Utility 


Here again is witnessed the Phila- 
delphia habit formed long ago. The 
first large public utility ever financed 
in America was the old turnpike 
road from Philadelphia to Laneas- 
ter, a distance of about 69 miles. 

That road was built by private 
capital to the extent of nearly $500,- 
000, and more than 130 years ago. 
It was the largest outlay expended 
upon any one enterprise in this coun- 
try up to that time. 

Philadelphia financial power re- 
fiects also Philadelphia purchasing 
power. The city buys luxuries as 
well as the necessities. 

Thus it has just completed a 
Museum of Art costing about $15,- 
000,000, and in which works of art 
worth $10,000,000 are already 
housed. 

It is reflected again in the Widener 
collection of pictures which is con- 
ceded to be the most valuable in 
private ownership anywhere. 

Philadelphia’s ocean traffic stands 
second in tonnage among all Ameri- 
ean ports. Its routes of deep sea 
commerce reach to all ports of the 
earth, and are visualized by the go- 
ing and coming of 12,000 ships in a 
year. 

Thus in every respect Philadelphia 
is a cosmopolitan centre which de- 
mands cosmopolitan banking facil- 
ities and has them. 






| 
| 
| 


ee 





of Indus trial iin. 


in America 


OCALLY owned and inde- 
pendently operated Morris 
Plan banks and companies are 
serving 127 of the largest cit- 
ies in the United States by 
supplementing the service 
rendered by commercial 


banks. 


These institutions specialize 
in meeting average require- 
ments for money credit, ar- 
ranging repayments over a 
period of a year geared to the 


borrower’s budget, accepting 
character and earning power 
as security. 


They have instilled in mil- 
lions habits of industry, thrift 
and promptness with respect 
to banking obligations. They 
have loaned in excess of a bil- 
lion dollars to more than five 
million people, and have made 
a constructive contribution 
to the nation’s financial 
structure, 


At Richmond, Virginia, on October 
8-9-10, these institutions in their 
9th Annual Convention, will con- 
sider further development and im- 
provement of Morris Plan service. 


THE MORRIS PLAN BANKERS ASSOCIATION 


TITLE GUARANTY BUILDING - 


- - - ST. LOUIS, MO. 


Morris Plan Banks are located in 127 cities. Each one is a separate and distinct 
institution in its community operated and managed by local business men. 


Readers will confer a favor by mentioning THE SEPTEMBER,1928, BANKERS MONTHLY when writing to our advertisers 













































Operating Policies 

| (Continued from page 20) 

| ly be collected the same day. In- 

| come realized through the rapid con- 

| version of uncollected funds into in- 
come producing balances is an im- 
portant factor in bank earnings and 
one which depends entirely upon the 


There is a confidence efficiency of the transit department. 


LTT TIA 


——— ee 


existing between old Shifting Crew Principle 


' 
Since the volume of the number of } 
friends that is the basis transactions passing through a bank 
varies greatly by days and during } 
of the satisfaction each hours in a day and since this varia- 
tion does not affect all operations 
finds in the other’s simultaneously, ‘‘idle time periods”’ 
are created, unless employes are 
company. shifted from one operation to another 


as the ‘‘load’’ varies. This change 
in the nature of the work of em- 
ployes is termed the ‘‘shifting crew”’ 
The Chemical has method in eontra-distinction to the 
been building “old ‘* fixed position” plan. a 

: ” The ‘‘shifting crew’’ principle is 
friend confidence inherent in all very small banks, for 
for 104 years. in such banks practically all officers 

and employes are ‘‘general utility’ 

' men. As banks grow in size the 
| tendency of many of them is to be- 
' come so highly departmentalized that 
each department and sub-department 
becomes a highly-individualized unit 
handling only its own work. Under 
such a plan there is created a condi- 
tion of a great deal of unutilized 
time, with a resultant high transac- 
| tion cost. 
The ‘‘shifting crew’’ method is 
| for the purpose of utilizing all of the 
time of all of the personnel and when 
fully developed and effectively super- 
vised results in a substantial reduc- 
tion in transaction costs. 

The accompanying _ illustration 
shows the time allocation of a ‘‘shift- 
ing crew’’ plan in operation in a 
medium sized commercial bank. All 
I have just read the August issue of The Bankers of the tellers and clerks are busy all 


Monthly, and am strongly moved to say a word of of the time, and an exceptionally low 
3 z = aos eost per transaction was found in 

praise for the excellent way in which it is handled. tiie teat. 

Your method of briefing each article is the modern 


way, and there i Ith of informati ickl , 
pice oi ee ee ee Te ee Consider These Problems 
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GHEMICAL 


NATIONAL 


BANK 
OF NEW YORK 
FOUNDED 1824 














° e e (Conti d f 16) 
Certainly the character of your editorial work pennants hada 
j ; . : method of computing the rate of in- 
should increase the circulation of your magazine and 


oes terest on savings deposits. For a 
its influence very markedly.—Virgil D. Allen, Jr. number of years the Savings Bank 


assistant vice president, First Bank & Trust Co., Division, American Bankers Associa- 
Utica. N. Y. tion, has been aiming to bring to the 
conscious attention of the bankers 
the fact that more than a dozen 
methods are used by banks in figur- 
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ing interest on savings accounts. A 
rich harvest has come of this eduea- 
| tive process. 

i Now, the ery is all but universal 
for a method which can be used gen- 
erally by all banks having a savings 

\ business, a method which ean be used 
f irrespective of the rate paid, a 
method which will embrace all the 
collateral items associated with the 
method of computing. As a result, 
the Savings Bank Division has 
charged its committee on bank facil- 
ities and service, composed of : 


we 


Paul A. Pflueger, executive vice 
president, United Security Bank 
and Trust Co., San Francisco, Cal., 

chairman, Howard Biddulph, vice 
president, Howard Savings Institu- 
tion, Newark, N. J., Henry R. Kin- 
sey, comptroller, Williamsburg Sav- 
ings Bank, Brooklyn, N. Y., O. C. 
Lester, vice president, The Bowery 
Savings Bank, New York N. Y., W. 
R. Morehouse, vice president, seeur- 
ity Trust and Savings Bank, Los 
Angeles, Cal., Jay Morrison, vice 
president, Washington Mutual Sav- 
ings Bank Seattle, Wash., Gaylord 
S. Morse, assistant cashier, State 
Rank of Chicago, Chicago, Ill., with 
the responsibility of formulating a 
method which ean be adopted by the 
Savings Bank Division and which it 
is hoped will come to be used gen- 
erally by banks. 
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The method of computing inter- 
est, it would appear, should be uni- 
form. It is not a matter of advertis- 
ing by which one bank could seeure 
advantage over another. Ninety-five 
per cent, it is estimated, of deposi- 
tors in savings departments have no 
knowledge of the methods used in 
computing interest and do not know 
that other banks are utilizing a dif- 
ferent method. Bankers cannot af- 
ford to be as wide apart as the poles 
in the methods of computing interest. 





These are a few of the major prob- 
lems confronting savings banking. 
Some of them are becoming acute. 
That fact may hasten their solution. 
As they pass from the practical to 
the academic, other problems, devel- 
oped by our changing conditions of 
living, will arise. 








There is a life that is worth living 


ne of the many surprising te UJ NION -TRUSTa 


now as it was worth living in the vistas in the largest single 
former days, and that is the honest banking room in the world— Resources over $300,000,000 


: life, the useful life, the unselfish life, 
cleansed by devotion to an ideal.— 
Henry Van Dyke. 
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Twenty-six 


year's 


of experience, 
growth and accom- 
plishment are back 
of the services that 
this bank offers to 


correspondents. 


CHICAGO 
TRUST 
COMPANY 







LUCIUS TETER JOHN W.O°’LEARY 


President 


CHICAGO 


Vice-President 


ARTHUR A. WILSON 


Under the direction of Arthur A. 
Wilson representing the Bank of 
Italy and the Bank of America of 
New York in the Chicago territory, 
and Joseph F. Govan, representing 
the Bancitaly Corporation, the de- 
velopment work in the middle west 
is reported to have made splendid 
progress. 

In facet, the growth of the business 


Every man should make up his 
mind that if he expects to succeed, 
he must give an honest return for 
the other man’s dollar—Edward H. 
Harriman. 





0 
Personal contact is the most direct 

and the most effective form of bank 

advertising —Mary B. Reeves. 





Chicago Office Bank of Italy 
Making Good Progress 








JOSEPH F. GOVAN 


has already necessitated a material 
increase in the personnel of this of- 
fice. Mr. Wilson and Mr. Govan are 
both well-known among bankers of 
the middle west and their selection 
for this work seems to have been a 
particularly wise one. The invest- | 
ment subsidiary has shown a very 
pleasing development, especially in 
its distribution of securities to banks, 


The man who starts out with the 
idea of getting rich won’t succeed; 
you must have a larger ambition. 
There is no mystery in business sue- 
cess. If you do each day’s task suc- | 
cessfully, stay faithfully within the | 
natural operations of commercial 
law, and keep your head clear, you 
will come out all right.—Rocke feller. 
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Your Representative 


— in St. Louis ~ 














Ww you need to employ the banking or collec- 


tion facilities of a St. Louis institution, call on the 







National Bank of Commerce in St. Louis for service. 
Banks in all parts of the United States have found they 


obtain from us a thorough covering of the St. Louis 







Area through a well-organized credit department and 





a capable investment subsidiary. 


RESOURCES NEARLY $100,000,000 







National Bank of Commerce 
Federal Com Trust 


BROADWAY OLIVE TO PINE 
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Seven distinct 
departments 
built for service: 
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Legal Answers To 8 Trust 
Fund Questions 


(Continued from page 29) 
against the bank for M.’s breach of | 
trust. 


Can A Firm Trust Account Be 


Attached? 


Q. A partnership engaged in | 
manufacturing, deposited $2,000 in | 
a bank to be held in trust to pay ecer- 
tain notes given for materials as 
they fell due. A ereditor of one of 
the partners garnisheed his individ- 
ual account, the bank made return 
thereon but not on the partnership 
trust account, and continued to pay 
out upon this account until it was 
exhausted. The creditor now claims 
the bank has ineurred liability in not 
keeping intact the trust account. 

A. The ereditor is no doubt mis- 
taken. The bank appears to have | 
stayed well within the law in acting 
as it did beeause, generally speaking, 
the creditor could not attach the 
partnership funds for a debt of an | 
individual partner. 








May A Bank Accept Payment for A 
Note From Trust Funds? 


Q. A customer of a bank was ap- 
pointed trustee for a certain fund. | 
This fund was deposited in the bank 
by account entitled ‘‘X, as Trustee 
for M.’’ The bank had full knowl- 
edge of the creation of the trust and 
its purpose. A note signed by X 
was held by the bank, and when 
overdue the bank accepted a check 
from X, as trustee, in payment of | 
this note. May M. the ecestui, hold 
the bank liable for the loss caused | 
him by this transaction ? 

A. The act of the bank in accept- | 
ing the check of the trustee drawn | 
upon the trust fund, in payment of 
his personal debt, would no doubt 
make the bank a party to the trus- | 
tee’s breach of trust. And, since | 
the bank acted with knowledge of 
the nature of the account checked | 
upon, it is difficult to see how it 
could eseape liability. 





-—-0 
First Banker: Did you hear about 
those two Chicago gangs joining 
forces ? f 
Second Banker: Yes, a big steal 
merger, as it were. 





A DETAIL .MR.PRESIDENT 
-AND YET PERHAPS NOT 
SO MUCH OF A DETAIL 


The kind of checks your bank issues has a curious way of reflecting the standing 
of the bank. 

Certainly, a distinctive, substantial check suggests a sound, modern and alert 
organization. 

Checks made on National Safety Paper do exactly that. One reason why 
you'll find them in use by 60% of the banks of the leading metropolitan centers. 

National Safety Paper is standard in check paper throughout the country. 
The characteristic wavy line has become the hall mark of quality checks. 

Durable in texture, with a clean easy writing surface, National Safety Paper 
is protected on both sides against mechanical or chemical alterations. 

Have your lithographer, printer or stationer submit samples. He can supply 
you promptly in any color, in any quantity, you desire. George La Monte & Son, 


61 Broadway, New York. 


LA MONTE 


NATIONAL SAFETY PAPER 








“A clerk’s coat and an envelope 


both are first impressions.” — 
PETER HECO 
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DO not believe that any banker who wants to 
keep abreast of the times can afford to be without 
THE BANKERS MONTHLY on his desk every month. 
This magazine contains a wealth of information about 
modern banking practices and successful bank man- 


agement that stamps it as one of the foremost bank 


magazines. The August issue of THE BANKERS 
MONTHLY is especially rich in interest.—F. A. 
Groenwald, assistant cashier, Mid-City Trust & 
Savings Bank, Chicago. 





A New Kind Of Budget 
(Continued from page 23) 
tively as Bill Wilson handed him one 
copy and proceeded to read another 
copy of the advertising budget. 
‘**Total appropriation..... $40,000 
Division by audiences: 
a) Present customers and 


NN hicks evens: 12,500 
b) Business men and cor- 

poration executives ..... 9,000 
ce) Wage-earning house- 

Cee eee 18,500 
Ji (ESR eae ere $40.000 


‘“*Mediums to be used: 

Audience (a)—direct mail. 

Audience (b)—financial pages of 
dailies and class magazines. 


Audience (c)—news+ pages of 
dailies, street car ecards, billboards, 
and window displays. 

**Space allotment will provide for 
daily appearance in dailies, weekly 
in weeklies, monthly in monthlies; 
full run of select car lines and full 
space in select billboard locations; 
direct mail campaigns to provide for 
mailing or other forms of distribu- 
tion every month. 

‘“‘Copy preparation. Sufficient 
copy to cover all mediums and meth- 
ods of advertising for three months 
to be prepared in type script and 
approved by the president. Then 
complete illustrated proofs to be pre- 
pared, shown to the new business 
committee the board of directors and 
re-approved by the president. Then 





\\(F ERE correspondent 


bankers receive definite 


help with those problems 


of bank management and 


investment on which 


banking profits depend 


FREDERICK H. RAWSON 
Chairman of the Board 


HARRY A. WHEELER 
President 


CRAIG B. HAZLEWOOD 
Vice-President 


UNION TRUST 


COMPANY 
CHICAGO 
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complete proofs as above, to be shown 
to an officers meeting, which will un- 
derstand that they have been passed 
by the president and the board of 
directors.”’ 

‘*Won’t all this waste a good deal 
of time?’’ interrupted Mr. Moder- 
well. 

‘‘Tt oughtn’t to waste any,’’ re- 
plied Bill, ‘‘and it oughtn’t to us¢ 
very much, unless you want it to do 
so. My idea is that sufficient care 
and thought will go into my work 
in preparing three months’ material 
so that you can approve it al! in little 
more time than it takes you to read 
it over with me. I may not get it 
as good as this the first time, but, if 
I don’t do it on the second batch it 
will indicate that I don’t suit you as 
an advertising manager. 


Copy Approved Without Long 
Conferences 


‘*Long copy conferences with ex- 
ecutives sometimes indicate that no 
advertising manager can be suitable 
because the executive wants to ‘keep 
a dog and do the barking himself. 
But,’ ’’ (but here came another flash 
of Bill’s genial impudence) ‘‘I don’t 
think you need fear the first difficulty 
nor I the second. 

‘**Now as to the further presenta- 
tion of matter to the board and to 
the officers: That plan would be the 
worst thing possible if it resulted in 
debating society preparation of the 
bank’s advertising. I’ve been pre- 
paring advertising for a long time 
and I ean tell you with all the con- 
viction of every man in the business 
behind me that ‘too many cooks spoil 
the broth’ and ‘too many bosses spoil 
the cook.’ 

**If the copy is complete, dressed 
in its best, and proved up just as it 
will appear to the reader, there will 
be little tendency to change it. If it 
is known that every word has had 
your approval there will be still less. 
And, of course, I'll expect you to 
fight objections to it, just as if you 
had wirtten it yourself, and not 
throw me to the lions with it. How- 
ever, these conferences will give you 
and me valuable hunches on the way 
copy re-acts, to be used in writing 
succeeding copy. They will supply 
what advertising needs more than 
anything else—intimate knowledge 
and full understanding on the part 
of the men whose personal activities 
will make or break its effectiveness. 


‘‘Lastly, there may be an off- 
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chance that some suggestion for im- 
proving a point or eliminating an 
error Will be of real value, sufficient 
for you to order it made. If that 
ever happens, Mr. Moderwell, don’t 
say a word about it in the meeting. 
Call me in later and make me jump 
through your hoop.’’ 

‘All right,’’ said the president. 
“Go on.”’ 

‘‘T am now at point fourth in my 
original policy outline. I'll repeat 
it. 


Advertising To Be Connected With 
Personal Effort 


‘* “Fourth, it is reeommended that 
every advertisement of any sort for 
which the bank incurs expense shall 
be, in some way, connected, previous 
to its insertion, with some definite, 
planned action on the part of the 
bank’s directors, officers, or em- 
ployes.”. And I may as well repeat 
the fifth also because that hooks right 
in. 

‘* «Fifth, it is recommended that 
the efficiency of the advertising be 
checked in connection with, and as 
a part of the efficiency of such per- 
sonal action.’ 

‘‘The trouble with bank advertis- 
ing, and the reason it differs from 
almost any other advertising you 
want to name, is this: Other ad- 
vertisers get their distribution first, 
organize their sales force, plan their 
personal activities to the last notch 
and then tie advertising out in front, 
just like the extra horse that gets 
a team over a hill. Banks seldom 
seem to do this. This bank is going 
to. Every advertising plan is going 
to have its personal activity tied into 
it before a cent is spent on the copy. 
Employe drives for the savings plans, 
inter-departmental drives for the de- 
partmental plans, officer-director- 
and stockholder-drives for the cur- 
rent account plans, and so forth and 
so on.”’ 

**Who’ll be responsible for carry- 
ing these plans out ?’’ asked the pre- 
sident. 

**You will,’’ said Bill. ‘‘That is 
to say, you’ll head them up and I'll 


turn their handles and oil their 
bearings. ’’ 
The presidential brows were 


knitted in a doubtful frown which 
Bill Wilson was quick to observe. 
“*T ean see your reason for hesitat- 
ing,’’ he urged, ‘‘and I want you to 
hesitate until complete plans and 
specifications for these personal ac- 
tivities are before you. I have them 


here, but I seem to have taken all 
the time you can spare for me today, 
so let’s take them up tomorrow.”’ 

Readers of THE BANKERS 
MONTHLY will find out what they 
were in the next number of the maga- 
zine. 


What I Would Do— 


If I were advertising manager of 
a bank I would take advantage of 
items in the day’s news that I knew 
would be of general interest to most 
everyone. For example, when such 
an item as an account of the earnings 
of Charles A. Lindbergh was pub- 


lished, 1 would make mention of this 
in my advertising and refer to the 
fact that it was because of his sav- 
ings that he was able to fly to Paris. 
The State National Bank of St. Louis, 
did this and took advantage of its 
part in helping finance. Lindbergh’s 
flight by publishing an interesting 
folder and reproducing the check with 
its endorsement which made the 
flight possible. 


One of the best ways to make 
banking better is for the banker to 
do what he ean to make all business 
better. 





$978,117 


of New 


Savings 


Accounts 


were received in 78 days by an 
Ohio Bank, in addition to the regu- 
lar over-the-counter new business. 
Premiums, coin banks, advertising or 
professional solicitors were not used. 


The Commercial Department received 


$1,034,000 of extra new business and the 
Trust Department gained $1,500,000 during. 


the same period. 


This bank is meeting increased competition 
with a strong selling effort within its own 
ranks—and is securing MORE than its share 
of the new business available each month. 


Would you like to know how similar results 
can be produced at your bank? 


T. HARRIS SMITH ASSOCIATES, Inc. 


231 South LaSalle Street 
CHICAGO 
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The Dilemma Of The 
Federal Reserve 


(Continued from page 14) 

omists, to work out some controlling 
principle—some safety ratio—which 
should thereafter be the accepted 
limit, controlling the volume of 
eredit which could be used for stock 
market purposes. The operation of 
such a ratio might be somewhat com- 
parable to the way the gold reserve 
ratio now limits the total of credit 
liabilities of our banking system. 


The First Suggestion 


There would be at least two pos- 
sible lines of approach to such a 
solution: (1) the banking authorities 


might take the market value of all 
stoek being traded on the New York: 
Exchange as a basis, and lay down 
the proposition that no more than a 
certain percentage of that total 
should be carried by collateral loans 
made to members of the New York 
Exchange. This ratio at the first of 
the year was 8.9%. That is, the mar- 
ket value of stocks listed on the New 
York Exehange January 1, 1928 was 
£49,700,000,000 and the total col- 
lateral borrowings of members of 
that organization were $4,433,000,- 
000. This was at the beginning of 
the Federal Reserve activities against 
the excessive use of credit for speeu- 
lative purposes, so presumably this 
ratio is too high, and a lower figure 





REPUBLIC 


vy 
PROFITS 


If you are interested in increasing 
your net profits, you will, un- 
doubtedly, be interested in a special 
plan we recently perfected where- 
by we make it easy for our corre- 
spondents to keep their day to day, 
surplus, loanable funds invested “on 
call” at the market rate of interest. 


For complete details, merely 
write for booklet entitled “A Plan 
That Enabled One Correspondent 
to Declare a 2% Extra Dividend.” 


The National Bank of the 
REPUBLIC 


-* OF CHICAGO :-:- 


Office of New York Representative, No.1 Wall St. 


Office of Pacific Coast Representative, Citizens National Bank Bldg., Los Angeles 


Office of London Representative, 8 King William St., London E. C. 4 
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should be determined upon. If, 
thereafter borrowings of stock ex- 
change members should approach the 
limiting ratio closely, it would then 
be known to all that the financial 
authorities regard the situation as 
dangerous. It would be expected, 
moreover that unless the situation 
began to correct itself immediately, 
the Federal Reserve authorities 
would step into the picture. Thus 
we would have an automatie warning 
to the speculative interests and a con- 
tinuing influenee for control in the 
use of credit without the necessity of 
continuous high money rates. 


Suggestion No. 2 


(2) Another approach to the 
problem, perhaps more logical from 
the Reserve Banks’ point of view, 
would be to have such a safety ratio, 
but have it based on the total volume 
of bank credit rather than upon the 
volume of listed stocks. In other 
words, if the Federal Reserve Board 
wishes to preempt a major part of 
the bank eredit of the country for 
the use of industry, commerce, and 
agriculture, why not let it do so 
directly. Would it not be far better 
for the banking authorities to take a 
positive rather than a negative posi- 
tion in such matters. Why not say, 
for instance, that it is not safe—it is 
not good banking—for more than 
—% of bank eredit to be used for 
speculative purposes. Then proceed 
to evolve measures which would es- 
tablish such limitation. That would 
be facing the problem. That would 
be genuine banking leadership. 

It is true that at present we have 
no figures indicating with exactness 
what percentage of bank credit is 
being used for speculative purposes. 
Even bank reports to the Comp- 
troller of the Currency do not dis- 
tinguish between those collateral 
joans which are secured by stocks 
and those which are secured by bonds. 
Obviously it is important that we 
have such information if any definite 
poliey of restraint concerning loans 
on stocks is to be established. 

It would be a simple matter, how- 
ever, for the Comptroller to require 
in the future that bank reports dis- 
tinguish between these two classes of 
collateral loans (This data is needed 
for many other purposes and it 
should be provided regardless of the 
proposition here discussed). There- 
after, the information as to just what 
proportion of credit is being ex- 
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tended to speculation and what part 
is going to so-called legitimate indus- 
trial uses, would stand out in the re- 
ports of individual banks and in the 
summaries for banks as a whole. 

If, then, the banking leadership of 
the country should have gone on 
record that, say 60% or 70% of bank 
eredit should be reserved for so- 
ealled legitimate business—we might 
find that this would prove an effee- 
tive moral foree to restrain within 
such limits the amount of credit 
which banks would be willing to ex- 
tend for earrying of stocks. 

It is quite possible that Congres- 
sional action and modification of the 
banking laws would be required to 
accomplish such a program as we 


have suggested. There has been much | 





painful experience during the last | 
six months to prove that the banks | 


themselves need something more than 
‘the good of the country’’ to keep 
their funds from flowing to New 
York in uneontrolled volume when 
eall rates are enticing. 

We have seen bankers all over the 
country deeply concerned about 
eredit inflation and the rampant 
stock market and who were lending 
their ‘‘moral support’’ to the Fed- 
eral Reserve program of control, but 


whose institutions, nevertheless, | 


were continuing to lend the bank re- 
sources in such a way as to accen- 
tuate this very problem. It is the 
law of competition at work, and per- 
haps we would be entirely too optim- 
istic to hope that the situation ean 
be corrected by any other than legis- 
lative restraint. 

It is well to face the fact right in 
this connection that a great deal of 
legislation will probably be consid- 
ered in the next session of Congress, 
aimed at the evils which various 
elements of our population see in the 
financial situation. Some of these 
proposals will doubtless become law, 
and may bring changes and re- 
straints of a radical nature. 

It would seem to be the part of 
true financial statesmanship for 
bankers to face this problem of 
credit control squarely before it gets 
out of their hands. Let them deter- 
mine, from the comparative wealth 
of their experience, what would 
probably be the most effective 
method of control for the specula- 
tive use of eredit which would not 
throw the banking system out of 
gear,—and then actively sponsor 
such a program in the interests of 
sound business and banking. 
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Prrase tell me why ° 


your statement shows unusual 


. . >? 
finaneial strength. ‘ 
—a customer 


Here is one reason:—Invested 
capital (capital, surplus and undivided 
profits) is more than $50,000,000. This 
is nearly one-sixth of the deposits, which 
are shown as $307,054 ,536.35, ora ratio 
of 6 to l. 


Statement of Condition 
at the close of business June 30, 1928 


ASSETS 

Cash on hand, in Federal Reserve Bank and 

due from Banks and Bankers ° . ° hes 59,431, 540. 98 
United States Bonds . ... . 36,132,924.01 
Municipal Bonds . ; , ‘ - P ; 6,196,169.02 
Loans and Discounts . ‘ ; ‘ P ‘ : 237,755,586.04 © 
Short Term Securities . a é Ps “ 4 , 12,811,763.81 
Bonds and Other Securities . . ° . : 1, 872,832.10 
Stock i in Federal Reserve Bank . . . . 1.275.000.00 
Real Estate : j 3,295,000.00 
Customers’ Liabiliey pn of Aecogtanaes . 31,688,493.91 
Interest Accrued . . . . . o> 1,788,251.18 


TOTAL + « « «+ §$392,247,561.05 


LIABILITIES 
a ee 
*Surplus . . o-©«eee++.e Seeger 
*Undivided Profits . . e. 4. 16 tel 7,604,841.86 
*Deposits ° ° © « « « 307,054,536.35 
Dividend Payable July 2 1928 Fee al a 1,000,000.00 


Reserve for Taxes and Interest Accrued . ' 1,557,967.19 
Unearned Discount . . . . .. . 384,350.92 
Acceptances > ee ab ae we Cee Sl i= 32,145,864.73 


TOTAL . . . «. $392,247,561.05 


CENTRAL UNION 


| 
TRUST COMPANY OF NEW YORK | 


BANKING TRUSTS 


Plaza Office: 42nd Street Office: 
Fifth Avenue Madison Avenue 
at 60th St. at 42nd St. 
80 BROADWAY 





NO SECURITIES FOR SALE 


Capital, Surplus and Undivided Profits Over 50 Million Dollars 








“The cageless counter is the most important 
contribution to good bank architecture in 
many years.’’—Alfred Hopkins 


in the Federal-American National Bank, 
Washington, D. C.* 


Here you see the original cageless counter 
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The Counter Screen 


High or Low? 


A STRIKING and interesting in- 
dividual feature of the bank’s 
interior is the sereen. In the old 
days, when building was cheap, com- 
pared to its present cost, there were 
made, out of beautiful bronze, many 
hideous examples of over-sized and 
over-ornamented screens. One sees 
them ocasionally now; great cumber- 
some constructions, absurd, illogical 
and impractical from every point of 
view. 

The high 


sereen,—and it never 


need be more than seven feet six 
inches from the floor to the top—is 
best made light in structure. An im- 
portant theory of architectural de- 
sign, particularly with respect to in- 
teriors, is to keep the scale large. To 
do this, one must obstruct the view 
as little as possible. 

I have always felt bronze to be the 
ideal material, because it may be 
made light in appearance while 
strong enough to be practical. Be- 
sides, bronze is a metal of superb 





rest IMPRESSIONS 


are often lasting 
and they must be good 


“The entrance to the Bank 


“2% should be attractive,inviting, 


y Laeccumeg Only the especially 


"\ gifted designer can accom- 
~ plish such a result. 


Consult us without cost or obligation 


I. D. Lacy Company 


Designers and Constructors of Bank Buildings 
1206 SYNDICATE TRUST BLDG. ST.LOUIS, MO. 


SEND FOR OUR BOOKLET “DISTINCTIVE BANK BUILDINGS ’ 
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By ALFRED HOPKINS 


Of Hopkins & Deniz, New York City 


artistic quality and perfect in its 
propriety for the bank sereen. 

The screen may be given many ap- 
propriate and personal details. One 
of the first which suggests itself is 
the use of old coins of which there 
are many fine and curious examples. 
I have always liked to supplement 
them with such simple and homely 
insignia as the ship, denoting com- 
merce; the beaver, signifying en- 
gineering; the locomotive, trans- 
portation ; a sheaf of wheat, for agri- 
culture ; the old beehive for industry ; 
all with which the bank has to do. 
In the design of the head of the 
wicket, I once stretched a long thin 
ribbon held at each end by two little 
figures symbolizing time and oppor- 
tunity and bearing the legend: ‘‘In 
prosperity be prudent; in adversity 
be patient.’’ It is a good helpful 
sentiment and one which the bank 
may well put before its depositors. 

The following has also been used 
either in the screen or elsewhere: 
‘*Saving is a greater art than earn- 
ing’’; ‘‘A penny saved is a pound 
earned’’; ‘‘Diligence is the parent 
of Fortune’’; ‘‘Frugality is the 
mother of the virtues’’; ‘‘The first 
years of a man should prepare for 
the last’’; This last is a sage obser- 


vation of that interesting Anti- 
American, Dr. Samuel Johnson. 





*Letters Patent, Number 1,673,639. Issued June 12th, 
1928 to JOHN POOLE, President, Federal-American 
National Bank, Washington, D. C. 
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George Washington said: ‘‘ Econ- 
omy makes happy homes and sound 
nations. Instill it deep.’’ And Abra- 
ham Lincoln said: ‘‘Teach economy. 
This is one of the first and highest 
virtues. It begins with saving 
money.’’ 

So the screen lends itself very well 
to thesé devices and may be given a 
beautiful, architectural expression. 
While I have always delighted in its 
design, I have always felt the ob- 
struction it made to an uninterrupted 
view of the interior was unfortunate. 
Many times I have advocated doing 
away with this offending member, 
and working over a plain counter as 
is quite the custom abroad. 

But bankers would not tolerate the 
idea. I have advanced every argu- 
ment that I could think of to do 
away with the high screen, but to 
no avail. Discouraged and defeated, 
1 gave up the thought of ever indue- 
ing any banker to change the ae- 
cepted form of screen protection, and 
I finally said to myself, ‘‘ Well! If I 
had various millions of other peoples’ 


Advantages Of The 


Cageless Counter 


From the standpoint of 
architectural design, it is 
perfect, in that it is be- 
low the eye and offers no 
obstruction’ to a complete 
view of the interior. 

<p 

From the standpoint of 
economy, anywhere from 
40% to 50% of the cost 
of the old screen has been 
saved. 

<> 

From the standpoint of 
comfortable banking, the 
ventilation is infinitely 
better, for a high screen 
makes the tellers’ cages 
very stuffy on close days, 
while the low screen 


From the standpoint of economy 
anywhere from 40% to 50% of the 
cost of the old screen has been saved. 

From the standpoint of comfort- 
able banking, the ventilation is in- 
finitely better, for a high sereen 
makes the tellers’ cages very stuffy 
on close days, while the low screen 
entirely obviates this difficulty. 

From the standpoint of practical 
banking, the low counter makes for 
perfect supervision. 

Every teller is in full view of the 
officers. He is in immediate contact 
with the public, which helps to a 
more friendly and personal inter- 
course with them. And the personal 
note, is what bankers have been try- 
ing for particularly in recent years. 
Why not extend the opportunity for 
it to the tellers? They come in con- 
tact with the public more frequently 
and often more intimately-than do 
the officers, and I am certain that 
being out in the open has in many 
ways a wholesome influence on their 
morale. It makes them more re- - 


entirely obviates this sponsive to the wishes of their cus- 
' money for which I was responsible, difficul tomers and more attentive to them. 
; ifficulty. = 
i I faney I would build such a sereen The old sereen placed the teller on 
' “mr ; 
as I thought would best protect it. F h — f one side and the customer on the 
And that is just what every banker rom the stan Ipoint o other side of a barrier deliberately 
; will do.”’ practical banking, the erected between them. Why put 
; So I continued to trod the beaten low counter makes for something in the way of giving serv- 
i path of sereen design and gave up perfect supervision. ice when that is about all a bank has 


trying to break down that ancient 
barrier between the outside world 
and the banker’s money, until one 
day, I received help from a most ef- 
fective and unexpected source. John 
Poole, president of the Federal- 
American National Bank at Wash- 
ington, D. C., quite unknown to both 
of us, came to my rescue, and demon- 
strated my argument to perfection. 

His counter is the most important 
contribution to good bank architec- 
ture which has been made in many 





years. In my judgment, there is 
everything to be said for it, and 
there is nothing to be said against 
it, except that you do not like it, 
which may be said of anything. 

Its advantage, to me, is very clear. 

From the standpoint of architee- 
tural design, it is perfect, in that it 
is below the eye and offers no ob- 
struction to a complete view of the 
interior. 


to give? 

Then there is another side to it. 
An institution I have been intimately 
in touch with for some years suffered 
from a defaleation. Its old quarters 
were antiquated and obsolete. The 
tellers cages were enclosed at the 
sides and overhead. The bank be- 
came greatly over-crowded, the 
cages as well. The tellers, concealed 
by a high sereen in front, and a well 
littered mesh work at the sides and 
rear were entirely removed from 
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DIFFUSELITE BLINDS 


ow 


Scientific Diffusion of 


Light and Air 


son Dirrusetrre Butnps admit just as much light as 


W desired, preventing glare and eye-strain. By tilting the 
from opened windows is forced upward, 


slats, air 
affording free ventilation without fear of papers blowing off 
desks. Their appearance adds diginity to any decorative scheme. 
Recommended by Illuminating Engineers. 


Write for 16-page Catalogue No. 47 


Tue J. G. Wirson CorporaTION 
MORRIS S. TREMAINE, President 





11 East 38th Street 
Established 1876 


New York City 
Offices in principal cities 
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supervision of the officers. 

They worked almost in cells. 
Later three of them did, for they 
got together to defraud the bank 
and succeeded. My statement to the 
president at the time was, that had 
those men been out in the open, as 
they would have been with the low 
counter, the defaleation would not 
have happened. He did not agree 
with me. Now that he has the low 
counter he does. 

One of the things urged against 
the Poole counter is that it is in- 
secure compared with the old one. 
The answer to that argument is that 
the insurance companies do not feel 





so. And they back their judgment 
with their money. They make no 
difference in rates between the high 
sereen and the lower counter. 

On the original Poole counter 
there is a low rail which I understand 
its author regarded as an ornamental 
feature quite as much as a protec- 
tive one. In some banks this has 
been omitted, as it well might be. It 
is not required as ornament nor is 
its value as protection important. 
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The victory of success is half won 
when one gains the habit of work.— 
Sarah A. Bolton. 





New home of the State 
Bank of Chicago—La 
Salle and Monroe Streets. 


A Cordial Invitation 


| To Out-of-town Bankers 


When in Chicago come in and inspect our new 
home—a thoroughly modern bank and office 
building, which symbolizes this institution’s 
| stability and steady growth. You will find that 
we are well equipped to serve correspondent | 
banks. Our larger quarters, a location in the 
heart of the financial district, a complete organ- 
ization and forty-nine years of experience enable | 
us to handle the business of banks and bankers 
with exceptional accuracy and dispatch. 





Henry A. HAUGAN 
Chairman Board of Directors 


State 
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Oscar H. Haucan 
Vice-Chairman of the Board 


of Chicago 


A Trust Company 
LA SALLE AND MONROE STREETS 


Member Federal Reserve System | 


CapitTAL, Surpitus AND Unpivipep Prorits Over $13,000,000 


Leroy A. Gopparp 
Chairman Executive Committee 


Bank 
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A cageless counter made of marble in the 
Beloit Savings Bank, Beloit, Wis. 





Community Bank Elects New 
Officers 


The following new officers of the 
Community State Bank at 3600 W. 
Roosevelt Road, Chicago were elect- 
ed: Walter M. Heymann, Chairman, 
A. §. Helquist, president, W. G. 
Dooley, vice president, Michael 

Solker, cashier, and L. P. Timmins, 
B. Antonow, and Jos. B. Taslitz, as- 
sistant cashiers. 

This bank was recently purchased 
by the interests identified with the 
Liberty Trust & Savings Bank, where 
Mr. Heymann is chairman of the 
board, Mr. Helquist is president, and 
Mr. Dooley is senior vice president. 


New Vaults For Foreman 


Building 


A contract amounting to approxi- 
mately half a million dollars, one 
of the largest ever awarded in the 
middle west, was recently given The 
Mosler Safe Co., Hamilton, Ohio for 
the vaults which will be installed in 
the new forty-story Foreman Na- 
tional Bank building of Chicago. 
The vault will be used for 25,000 safe 
deposit chambers and the bank’s cash 
vault. 

These vaults comprise an area of 
44 by 147 feet, containing four enor- 
mous square doors and two huge 
cireular doors. 

The entire safe deposit vault and 
interior will be overlaid with stain- 
less steel, which is rust-proof. 
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All the vaults will be lined 
throughout with heavy steel plates 
and all walls will be built of heavy 
masonry, reinforced with ‘‘H’’ beam 
Strauss construction. 

The key changing locks on the 
safe deposit boxes enable the box 
renter to select his key and _ per- 
sonally set the lock to conform to 
the key, under which method the 
renter holds the only key in exist- 
ence, thus eliminating any possibility 
of a duplicate key being made. 

The entire equipment was planned 
by Graham, Anderson, Probst and 
White, under the supervision of E. 
A. Strauss and Son, vault engineers. 


100% Protection Against 
Bandits 

An installation of protective equip- 
ment against daylight hold-ups that 
has been called 100% protection will 
be made in the new bank building of 
the Wellston Trust Co., Wellston, 
Mo. The equipment includes bullet- 
proof wire cloth surrounding cages 
on sides and at top. The grille door 
to the safe deposit department is 
controlled by electric contact. The 
top sereen and tellers’ windows con- 
sist of ornamental metal enclosing 
bullet-proof glass %g inch thick with 
bronze amplifiers, gun ports and 
deal trays, that also are bullet-proof. 
Tear gas is placed here and there 
about the bank in strategie locations. 

This installation is being made by 
the J. H. Wise Co., bank builders, 
St. Louis. 


Fiduciary Association of 

Boston 

Boston is one of the cities that has 

a corporate fiduciary association. Its 

chief benefits are that it provides a 

regular meeting of those interested 

in corporate fiduciary work. Its 

president is William L. Stoddard, of 

the American Trust Co. and the see- 

retary is Harold B. Driver of the 
Old Colony Trust Co. 


The Northwestern National Bank 
and The Minnesota Loan and Trust 
Co. announce a splendid new build- 
ing, which will be the largest build- 
ing in Minneapolis, in a fitting way. 
A special cover was drawn for the 
financial statement. This showed a 
picture of the bank in its new quarters 
and also a picture of a pioneer and 
his covered wagon. The announce- 
ment of the building was included 
on one of the pages. 
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The Directors Room of the 
Miners Nationa Bank, Pottsville, Pa. 
overlooking the banking floor 


“Trere is no teacher like experi- 


ence. To the Banker who is 
interested in having erected an 
attractive and well arranged bank- 
ing house without extravagance, 
attention is called to the extensive 
experience of Uffinger, Foster & 
Bookwalter. 


A list of past work together with 
booklets of several recently com- 
pleted bank buildings will be 


mailed upon request. 


UFFINGER, FOSTER & BOOKWALTER 


INCORPORATED 


ARCHITECTS 
BANK EQUIPMENT & VAULT ENGINEERS 
221 WEST 57th STREET 
NEW YORK 
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This is No. 


holstering, 


ish; height 17” to 21 1-2". 


It Actually 
Costs Less 


to correctly seat your office 
or factory workers and it 
pays big dividends in in- 
creased efficiency. Correct 
posture is obtained by 
using this individually 
adjusted, spring-seated 


Eff & C 


“Scientifically Correct Chair” 


Address your inquiry to 
your office furniture dealer or 


The Fritz-Cross Company 


Manufacturers 


Guardian Building 
Saint Paul, Minnesota 





100 Stenographer's Chair 
(swivel), genuine Spanish leather up- 


new spring seat, Rubroid 
oil-less casters, standard olive green fin- 


New National Bank For 
New York City 


Considerable interest has been 
aroused in connection with the or- 
ganization of the Commercial Na- 
tional Bank & Trust Co. of New York 


City. It is known as an ‘‘invest- 
| ment bankers’ bank.’’ Organization 


show that its stock was 
heavily oversubseribed at $225 a 
share. One hundred and twenty 
| thousand shares of stock were offered, 
| which resulted in resources to begin 
with of $27,000,000. This will be 
divided as follows: $12,000,000 to 
eapital, $13,200,000 to surplus and 
$1,800,000 capital for a securities 
subsidiary. 

Elmer Schlesinger is a director and 
the active organizer. He is connect- 
ed with the law firm of Chadbourne, 
Stanchfield & Levy, which firm will 
serve the new institution as counsel. 
It is said that Chicago men are in- 
terested in the organization of the 
new bank. 


reports 





Arthur W. McCain To National 
Park Bank 


Arthus W. MeCain, who was elect- 
ed vice president of the National 
Park Bank of New York a few 
months ago, has arrived from South 
America to take up his duties as the 
head of the bank’s foreign depart- 
ment. 

Mr. MecCain’s banking experience 
has ranged from employment in a 
country bank to managerial duties 


in the foreign branches of the Na- 
tional City Bank of New York and 





the First National Bank of Boston. 
After leaving college he entered the 
students’ classes of the National City 
Bank and served in Buenos Aires, 
Bahia, Santiago de Chile and Ros- 
ario. While with the First National 
Bank of Boston he was stationed in 
Rio de Janeiro and Buenos Aires, 


Saving Or Speculating? 


In a recent published statement, 
Keginald Roome, president of the 
Exeelsior Savings Bank of New York 
City stated that depositors in the 
savings banks of New York City are 
drawing out $10,000,000 a month for 
speculating on the stock exchange. 
If this is true, and it probably is, it 
is a serious situation. 

Just a little previous to this state- 
ment, Harris Creech, president of 
the Cleveland Trust Co. published 
an announcement that his bank paid 
two and one-half million dollars in- 
terest on savings accounts on July 1. 
He further stated that this repre- 
sents an account for every third per- 
son in Greater Cleveland. In ex- 


‘ plaining why saving is so popular in 


Cleveland, Mr. Creech told of the 
different appeals that have been 
made to save money. 

‘‘Once a man or woman, boy or 
girl, has tasted the very real zest of 
accomplishment by saving for some 
longed-for acquisition, that person, 
I believe, is a saver for life and be- 
comes one of the bank’s desirable 
customers.’’ 

Possibly the savers in New York 
City have not been taught to save 
in the same way the savers in Cleve- 








THE BANKER’S CALENDAR 
DATE EVENT PLACE 
Sept. 3 Wyoming Bankers Convention Yellowstone Park 
Sept. 3-4 Montana State Bankers Convention Yellowstone Park 
Sept. 7 Delaware Bankers Convention Rehoboth 
Sept. 7-8 Nevada State Convention Yerington 
Sept. 12-13 |Kentucky Bankers Convention Louisville 
Sept. 17-20 Financial Advertisers Convention Utica, N. Y. 
Sept. 19-21 (Indiana State Bankers Convention Gary 
Sept. 30- | 
4 Oct- 4 Association of Bank Women Philadelphia 
Oct. 1-4 A. B. A. National Convention Philadelphia 
Oct. 8-9-10 Morris Plan Bankers Association Richmond, Va. 
Oct. 14-19 Investment Bankers Ass’n Convention Atlantic City 
Oct. 17-18 Nebraska State Convention Omaha 
Oct. 17-20 (Regional Trust Conference San Francisco 
Oct. 26-27 Arizona State Bankers Convention Globe 
Nov. Nebraska State Bankers Convention — Omaha _ 
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land have been taught. At any rate, 
there seems to be a lesson in this 
situation which might be used by at 
least those bankers who have in their 
charge the building up of the sav- 
ings department. 





A Billion Dollar Utility 


What is said to be the second bil- | 


lion dollar utility in America, is a 
merger of the Consolidated Gas Co. 
and the Brooklyn Edison Co. of New 


York. The first billion dollar utility | 


was the American Telephone & Tele- 
graph Co. 


the entire city of New York and 
Westchester county, with the excep- 
tion of Staten Island and the terri- 
tory of two Brooklyn and Queens 
companies, with gas and electricity. 
Between 700,000 and 800,000 cus- 
tomers will be served. 


It is announced that Matthew S. | 


Sioan, president of the Brooklyn 
Edison Co., will be president of the 
new organization and that Nicholas 
F. Brady, president of the New York 
Edison Co., will be chairman of the 
board. 


The board of directors of the First 
and Merchants National Bank of 
Richmond, Va. recently voted to 
create an additional trust officer to 
assist in handling the rapidly grow- 
ing business in the trust department 
of that institution. J. W. Allison, 
who has served the bank in the capa- 
city of assistant trust officer for nine 
years has been elected to fill the new 
position. 


Do your work—not just your work | 
and no more, but a little more for | 
the lavishing’s sake; that little more 


which is worth all the rest. And if 
you suffer as you must, and if you 
doubt as you must, do your work. 


Put your heart into it and the sky | 
Then out of your very | 


will clear. 
doubt and suffering will be born the 


supreme joy of life—Dean Briggs. 


————()- 


To achieve what the world calls 
success a man must attend strictly 
to business and keep a little ahead of 
the times. The man who reaches the 
top is the one who is not content with 
doing just what is required of him. 
He does more.—Edward H. Harri- 


man, 


This merger’ will result | 
in the largest gas and electric com- | 
pany in the country and it will serve | 


Te safe de- 
posit vault of 
the National 
Bank of Cata- 
Sauqua, Penna., 





is visible evidence 
of this bank’s de- 
sire to protect the 
valuables en- 
trusted to its care. 


People Want to See 


| the days when Benjamin Franklin was telling the youth of the 
world how to succeed, personal reputation was perhaps the best 


means of securing business patronage. The man stood out; the 
business was his appendage. Nowadays, men may come and go, 
while the company they serve builds a reputation of its own. 
Visible evidence can exert a powerful influence on these reputa- 
tions. The Curtis Publishing Company, having spread a big nickel’s 
worth of literature over the nation, still spends real money to per- 
sonally conduct us through its impressive aggregation of machinery. 
Countless other firms do it. Such expenditures would be commer- 
cially wasted if made for a purpose less serious than to arouse and 








fix the faith of a populace in the strength of a service. 
Bankers of old depended, like others, re personal qualifications 


—just as necessary today—to gain the pu 


lic’s esteem. But today’s 


public is in the habit of looking first for visible evidence. Can 
there be a visible expression of a bank’s character more eloquent 


than its building? 


TILGHMAN MOYER COMPANY 


The Design, Construction and Equipment of Bank Buildings 
ARCHITECTS « ENGINEERS 


ET the booklet ‘‘Building the Bank for 

Business’’ give you some ideas on the kind 

of — building that is influencing the public 
today. 

It describes concisely the salient features of 
modern bank buildings and the psychology be- 
hind them. The third revised edition, just 
published, is illustrated with photographs and 
plans of existing banks of recent date. 

Send the — and you will receive a copy 
by return mail. 


NCLOSED find my check for five dollars for which 
send to my home address “The Bankers Monthly.” 
While we get it at the bank, several of us want it and 
all cannot read it at once. 

zine and have received much help from it. 
—Kenneth Gaston, Home Trust Co., 
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TILGHMAN MOYER CoMPANY, ailentown, Pa. 


Gentlemen: Without obligation, please mail 
me a copy of “ Building the Bank for Business.” 


Name:. 
Address :_ 





I enjoy reading your maga- 





New Castle, Pa. 





























































Employes Should Know 


1. The capital and surplus of 
your bank. 

2. The original capital of the 
bank. 
3. How many increases in capital 
have been made since the beginning. 

4. When the bank was organized. 

5. How the bank compares in size 
with others in the community. 

6. How many offices the bank 
operates if it has branches. 


7. The loeation of the branch 
offices. 

8. The names of the last four 
presidents of the bank. 

9. How many people employed 
in the bank. 

10. What the increase in deposits 
has been during the past five years. 
0 

Grasp an idea and work it out to 
a successful conclusion. That’s about 
all there is in life for any of us.— 
Edward H. Harriman. 











‘Athey Company, 


Chicago, Illinois. 
Gentlemen: 


installed in the Security Building 
have been in use nearly a year 
and we take pleasure in advising 
you that they are giving excellent 
service. We feel that they have 
many advantages over the old 
fashioned window shade and over 
inside blinds and we are glad that 
we selected Athey Shades. 

The Security Building was 
opened for tenants on January Ist, 
1927. The building is now 100 
per cent rented, notwithstanding 
the fact that there is an unusual 
amount of office space available 
in Denver owing to the fact that 
several large buildings were con- 
structed and opened for occupancy 
just prior to the completion of the 
Security Building. We feel that 
the location of the building, the 
convenient arrangement of the 
office space and the attractive ap- 
pearance, both inside and out, 
are responsible for this gratifying 
showing. We think it is only fair 
to state that Athey Shades con- 
tributed to the attractive appear- 
ance and all the tenants are 
pleased with them. 


Buildings. 


Attractive Shades make 
Attractive Offices 


A New Denver Office Building 
Quickly Rents 100%, with Other 
New Buildings Competing 


6161 W. 65th Street, Ideal shades 
for Office 
Building, Ho- 
The Athey Shades which you tels, Schools, 
Hospitals, 
Factories, and 
Municipal 


ATHEY PERENNIAL WINDOW 
SHADES are beautiful in texture 
and appearance. They lower from 
the top and raise from the bottom, 
instantly adjustable to shade any 
part of the window. They cannot 
flap out the window to become 
soiled or torn. 


























































Very truly yours, 

BOSWORTH, CHANUTE, 
LOUGHRIDGE «& Co. 

By Arthur H. Bosworth” 


ATHEY 
COMPANY 


6191 W. 65th St. 
Chicago, III. 


Representatives in 
all principal cities 
and in Canada 










PERENNIAL WINDOW SHADES 
Cloth Lined Metal Weatherstrips 





Bankers’ Safety Envelopes 


Heco Envelope Company 
Chicago, Ill. 


































































_”" Security Building 
Denver, Colo. 








Bosworth, Chanute, Loughridge & Co., Owners 
A. D. Wilson & Co., Managers 
Fisher & Fisher, Architects 
















‘‘Strange that so many will voyage 
two thousand miles to get twelve 
miles from the shore.’’— 

PETER HECO 
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Merger Of Philadelphia Banks 


The Queen Lane National Bank, 
the Broad Street National Bank, the 
Oak Lane Trust Co. and the Na- 
tional Bank of North Philadelphia, 
have planned to form a consolidation 















































The chairman of the board and the 
president of the newly-formed Phila- 
delphia Bank and Trust Co. Dr. 
Beury, is at the left and L. A. Lewis, 
is at the right. 











under the name ‘‘ Philadelphia Bank 
& Trust Co.’’ 

The combined banks will have a 
eapital of $2,300,000 and surplus of 
$2,300,000, with undivided profits of 
about $750,000. Total assets will be 
in exeess of $23,000,000 and de- 
posits about $18,000,000. 

Dr. Charles E. Beury, president of 
the National Bank of North Phila- 
delphia, will be chairman of the 
board, and L. A. Lewis, president of 
the Broad Street National Bank and 
Oak Lane Trust Co., will be presi- 
dent of the consolidated banks. 

The stockholders’ meetings will be 
held September 5 and it is hoped to 
have the consolidation become effec- 
tive October 1. 

The National Bank of North 
Philadelphia recently completed the 
erection of a 14-story office building 
on Broad street above Germantown 
Avenue. 

Dr. Beury, who is president of the 
National Bank of North Phila- 
delphia, succeeded Dr. Russell H. 
Conwell as president of Temple 
University in 1926. Prior to that 
he had been chairman of the univer- 
sity’s finance, building and endow- 
ment committees. He was this year 
elected president of the Philadelphia 
Forum. 

L. A. Lewis, who is to be president 
of the consolidated bank, has been 
associated with the Broad Street 
National for ten years and has been 
its president for five years. He has 
been president of the Oak Lane Trust 
Co. since 1925. Under his manage- 
ment, it is stated, the resources of 
these two banks increased $15,000,- 
000. 
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Helpful Suggestions 


On 


Safe Deposit Management 


Out of the years-of experience of , 


HE slogan of the manager of a 
safe deposit vault should be ‘‘A 
profession, not a business.”’ 

As manager you are to bring about 
a betterment of the safe deposit serv- 
ice and raise it to a high standard 
of perfection. 

Render valuable assistance to the 
community. 

Guard well and safely your cus- 
tomer’s valuables. 

Make friends of all your patrons. 
Then the institution you preside over 
will respond by its growth and its 
influence. 

0 

In the safe deposit business there 
is more opportunity for service that 
counts than in any other field of 
commercial endeavor. 


E. H. BOUTON 


HESE ideas were 

jotted down from day 
to day during the ten 
years Mr. Bouton has 
been in the safe deposit 
business. They have 
been helpful to him and 
will undoubtedly be help- 


ful to every banker who 
has boxes to rent. 


The latest 


Manager, Woodlawn Safe Deposit Co., Chicago 


A minor should not be permitted 
to rent a safe deposit box by him- 
self or allowed to become a joint 
tenant unless the principal be a 
parent, and the parent will guarantee 
in writing that he or she will not 
hold the vault company responsible 
for overt acts committed by the 
minor. 

(Q———_ 

As a vault manager, you must be 
familiar with the laws, written on the 
statute books of the state, governing 
safe deposit vault practice. 

O—— 

When you rent a box and receive 
the annual payment, the work is not 
ended, it has just begun. 

A little cordiality outside the 
tedious routine, will bring about 


FINANCIAL STATEMENT 
of New England's largest bank 


as of June 30, 1928 


RESOURCES 


Cash and Due from Banks....... 
United States Securities 

Loans, Discounts & Investments 
Banking Houses 


Customers’ Liability Account of 
Acceptances 


Accrued Interest Receivable 
and Other Assets 


Total 


Tue First Nation 


Foreign Branches 


Buenos Aires AND Havana 


$67 ,771,420.94 
36,359,877.25 
331,532,325.64 


July 2, 1928 
9,900 635.47 


41,556,279.33 


Ae 
Surplus & Profits 
Reservesincluding Interest, Taxes, 
and Unearned Discount 
Reserve for Dividend Payable 


Acceptances Executed 
Acceptances and Foreign Bills Sold 
Items in Transit with Foreign 


LIABILITIES 


$25,000,000.00 


31,694,718.46 $56,694,718.46 


4,567,662.70 
1,000,000.00 
42,349,961.86 
31,248,612.06 


794,090.81 


Rediscounts with Federal Reserve 


Bank 


2,428 ,376.05 
Deposits 


$489 548,914.68 


5,000,000.00 
347 893,868.79 


Total $489,548,914.68 


AL Bank of Boston 


European Representatives 
Lonpon, Paris, BerLin 
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that ‘‘one touch of nature that 
makes the whole world kin.”’ 
o-———- 

If a safe deposit company shall 
admit a person to a safe deposit box 
wrongfully, its liability may be one 
dollar or it may be a hundred thou- 
sand dollars. No one except the per- 
sons who have a right to enter the 
box know what its contents are. 

The safe deposit manager has un- 
der his control thousands and per- 
haps millions of dollars worth of 
property. To be successful, he must 
solve intricate problems of great va- 
riety often with fortunes at stake; 





and these problems must be disposed 
of in a way that will mark safety for 
the safe deposit company and also in 
a way that will give the minimum of 
offense to the patron. 





ueniie 
References should be taken from 
all applicants so that in ease all par- 
ties should meet with an accident at 
the same time, there would be some- 
one to notify that the deceased par- 
ties hold a box in the vaults. 
Q—— 
Pleasant and agreeable manners 
will never drive away a prospective 
box renter. 
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Day -light Hold-Up Protection 


No permanent injury 
Accidental discharge impossible 
Absolute Protection 


Let us tell you how the hold-up of the Home Trust Co. 
in Kansas City, Mo., was frustrated. 


Lt.-Colonel B. C. Goss, Ph. D., D. S. M., Ex-Chief of Chemical Warfare 
Service, Second American Army, A. E. F., has developed a system for 
Day-light hold-up protection which is personally controlled, positive in 
action and absolutely free from possibility of accidental discharge. @ Ata 
very low cost, this system will make your bank hold-up proof. @ Liability 
claims fully covered by insurance. 


THE LAKE ERIE CHEMICAL CO. 


1874 East 59th St., CLEVELAND, OHIO 








The New York Trust Company 


Capital, Surplus and Undivided 


Profits 


$34,000,000 


Domestic and Foreign Banking Facilities 


Personal Services 


Trust Services 


100 Broadway 


57th Street and Fifth Avenue 
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40th Street and Madison Avenue 


Messenger Robberies Becoming 
Common 


The current protective job in Illi- 
nois seems to be the coping with bank 
messenger robbers. 

Four unmasked bandits in a large 
touring car held up Claude Matting- 
ly, messenger of the First National 
Bank of East St. Louis, Ill., while 
he was driving across Eads Bridge 
between East St. Louis and St. Louis, 

Two bandits in the front seat 
were armed with .45 caliber auto- 
matics while the two in the rear seat 
were armed with sawed-off shotguns. 

Mattingly, upon being crowded to 
the curb, was forced to stand with 
his back to the bandits while they 
searched him and the ear. The loss 
was $47,800. 

In a previous hold-up in the same 
vicinity, Mr. Elmer Baltz, cashier of 
the First National Bank of Madison, 
Ill. was killed, and $71,300 stolen. 

When it is easy for bandits to find 
out the time and route of bank mes- 
sengers carrying large sums of 
money, they are encouraged to carry 
out such robberies as these. 





How Crooks Get Signatures 


An advertisement recently ap- 
peared in a Detroit Daily, reading as 
follows! ‘‘Opportunity for respon- 
sible man with $2,500 to connect with 
large corporation. State present oc- 
cupation.”’ 

A certain bank depositor answered 
this advertisement and was later 
called on the phone by the advertiser 
and in the course of the conversation 
mentioned the name of his bank. 

No more was heard from the ad- 
vertiser, but when the depositor re- 
ceived his statement from his bank 
he found that a fraudulent check for 
$250 had been drawn and paid. The 
check was made out to bearer and 
had a perfect copy of his signature 
which he had used on the letter 
answering the advertisement. His 
name was placed on the back to okay 
payment to the stranger who pre- 
sented it at the bank and had no dif- 
ficulty in getting the money. 

Perhaps you can work out some 
way of informing your customers of 
schemes of this sort. 


Be glad of life because is gives you 
the chance to love and to work and 
to play and to look up at the stars.— 
Henry Van Dyke. 
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Standard Bank Vault Equipment By NATIONAL 


always has 


Distinctive Features 


only found otherwise in the designs and specifications 
of the few recognized exclusive bank vqult engineers 


Plug type doors 7 to 36 inches without 
« usual prohibitive cost. 







6 Hold up proof tellers cage lockers and 


e reserve chests with Yale Day Timelocks. 
Ascaloy stainless finish plates. 


7 Yale combination and timelocks with per- 
e manent service by largest service organiza- 
lion operating. 


Cadmium rust proof plating on deposit 
boxes equipped with Yale sealed key locks. 


Vault Systematizer Lockers. 8 Oversize compressor castings and boltwork 


e assuring lifetime carefree operation. 


OP wre 


Automatic ventilating systems. 







* " Special eatonet 16-inch plug type door, 24 inches on edge Bo cer RE 
eS with 40-inch wide c opening, one of six heavy bank doors installed for ee 
THE FIRST RUST "& SAVINGS BANK, PASADENA, CALIFORNIA 


J. S. MacDonnell, President 


Your Request For Estimates From NATIONAL Will Bring You Without 
Obligation: A 40-page booklet showing every type of modern bank equipment, prices possible 
only because of continuous overtime operation, suggested layouts incorporating latest efficient equip- 


ment for your particular needs, and a blanket guarantee of complete satisfaction because 
NATIONAL contracts are payable after installation. Even though your plans are premature, it is 
not too soon to send for 40-page booklet. Corner card below for your convenience. 





ESTABLISHED 1883—45 YEARS AGO Cee ce cae eae eee 


; PLEASE CHECK (v) AND MAIL } 

THE NATIONAL SAFE | The National Safe and Lock Company 
| 2345 E. 69th St., Cleveland, OHIO | 
Lock C mang : 
AND CK OMPANY | O We want complete information on | 
GENERAL OFFICES—2345 EAST 69th STREET your new vault doors. | 
WORKS—EAST 69th TO 70th ST., AND PENNSYLVANIA R. R. ' Also, on the following: : 

0 Send 40-Page Booklet 

CLEVELAND, U. S.A. | O Bank Vault Doors ( Vault Systematizers | 
‘= Pea neo fOwER SLDC. BALDWIN @ BOURKE SAFE CO. ; 2 Daylight Robbery () Mirrored Partitions 
6 N. Michigan Ave. 1800 South Main St. O Vault Linings 0 Chests 


0 Grille Partitions 0) Paneled Ceilings 


SALES ENGINEERS QUICKLY AVAILABLE IN ALL PRINCIPAL CITIES . 
< 0 SafeDeposit Boxes () Vault Lockers 
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STOP 
Daylight Holdup! 


‘THE American Bankers Signal System will elim- 

inate the danger of daylight robbery in your 
bank. It completes the organization of your town 
guard system and enables them to operate one 
hundred per cent efficiently. The lives of your 
employes and customers are not endangered by 
any attempts to frustrate the robbery. The system 
is false alarm proof. The cost is very low and its 
installation carries a reduction of your insurance 
premium. Installations in hundreds of banks 
have more than proved the truth of these claims. 


It is endorsed by protective committees and 
officials. 


American Bankers Signal System, Inc. 


105 South LaSalle Street - Chicago, III. 

















SHORT TERM INVESTMENTS FOR BANKS 


Our short. term obligations have 
been_ purchased by more thane six 
thousand banks in the, United States. 


GENERAL MOTORS 
ACCEPTANCE CORPORATION 


Executive Office *» BROADWAY at 57 TH ST. » New York City 


Capital, Surplus & Undivided 
Profits : $52,156,000 











Statement Envelopes “The devotee of cut prices visits 


Heco Envelope Company often the tomb of the Profits.” — 


hicago PETER HECO 
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Proposed Increase In Capital 


Of Hibernia 


The directors of the Hibernia Bank 
& Trust Co. of New Orleans, have 
voted to recommend an increase in 
the capital stock from $2,000,000 to 
$2,500,000, and an inerease in the 
surplus and undivided profits from 
$2,500,000 to $3,500,000; thus mak- 
ing a total capital structure of $6,- 
000,000. 

The new stoek is to be offered to 
the present stockholders at $340 a 
share in the ratio of one share of 
new stock for every four shares now 
held. Three hundred dollars a share 
of this $340, or $1,500,000 will be 
paid into the bank, and $40 a share, 
or $200,000 will be added to the 
capitalization of the Hibernia Seeur- 
ities Co. Ine., thus giving that com- 
pany a total capitalization of $1,- 
000,000. 

In addition to this capital increase, 
the directors further recommended 
to the stockholders the splitting up 
of the shares 4 to 1 by fixing the par 
value at $25 instead of $100, as it is 
at present. 

The directors believe that this will 
be a very advantageous move, be- 
cause so few investors ean afford to 
buy high priced bank stock selling 
at $400 a share or more, when there 
are many who aspire to the owner- 
ship of bank shares and would be 
glad to obtain some if they are avail- 
able at moderate prices. 





First Wisconsin Shows Big 
Increase 


Recent statements of condition is- 


| sued by Milwaukee banks show an 


increase in deposits over 1927 
amounting to nearly $25,000,000. 


| The First Wisconsin shows addi- 
| tional deposits since June 30, 1927, 





of almost $20,000,000 while the re- 
mainder is distributed pretty well 
among downtown and neighborhood 
banks. 


Airmail Increases With New 
Rate 


Time is money and no one knows 
that better than the banks or the 
financial institutions, the largest 
single users of air mail and express 
today. Consequently, they have a 
pocketbook interest in the benefits 
which came with the drastie reduc- 
tions in air mail rates effective 
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August 1, reductions which postal 
officials and representatives of air 
mail companies regard as the most 
forward step in the history of air 
mail, now 10 years old. 

The new five cent air mail letter 
postage rate, (the rate is 5 cents for 
the first ounce and 10 cents for each 





More airplanes are needed for mail 
service since the new rate went into 
effect and the transport companies are 
now making a profit. 


additional ounce) comes when the air 
mail companies are giving the most 
widespread and best service in their 
history. 

The first six months of this year 
the air mail planes handled 42 mil- 
lion letters and some of the com- 
panies had an on-time record well 
over 90%. The air mail companies 
are now flying more than 600,000 
miles a month or more than 7,200,000 
miles a year. 

Banks find air mail a great money 
saver as 100 mile an hour transport 
becomes a more and more effective 
means of minimizing losses incident 
to the element of time in the transit 
of checks, bills of lading and other 
documents. In May of this year 21 
New York banks sent checks aggre- 
gating approximately 60 million dol- 
lars to Cleveland and Chicago alone. 

Twenty-four million dollars now 
wings its way daily into Wall Street 
by air mail, representing the face 
value of checks sent from all over 
the country to New York correspond- 
ents for deposit, loans on call or other 
purposes. Utilization of the air mail 
brings the checks to the nation’s 
financial center at the New York 
clearing houses from one to three 
days ahead of train mail, thus inter- 
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est is saved for one to three days. In 
a year capital arriving in New York 
by Air Mail is estimated at $7,200,- 
000,000. If only 2% is saved there- 
by, the amount involved amounts to 
$144,000,000. 

The air mail has opened up new 
fields in banking. One Cleveland 
bank beeause it was able to use air 
mail on its business into Wall Street 
began an aggressive campaign to 
build up its country banking busi- 
ness and found the experiment profit- 
able. 


One Chicago bank reported it had 
saved $7,500 a month in interest by 
using air mail in clearing through 


New York. Even the country banks 
are making proportionate savings. 

An example of service which the 
air mail lines are giving daily is re- 
ported by Prescott, Wright, Snyder 
Company, investment firm of Fort 
Worth, Texas. F 

On February 10, the firm com- 
pleted negotiations with a banking 
house in Chicago for the issuance of 
bonds to be offered February 14. 

Late the same day, Friday, the 
copy for the cireulars was forwarded. 
The cireulars were printed in Chi- 
cago before noon Saturday and were 
delivered by air mail in Fort Worth 
early Monday morning. 


Offers a Complete New Plan for 
Safe Deposit Vault Operation 


This new plan is the only plan available today 
that will give full protection against — 


“M ysterious Disa ppearance” Losses 


The Plan provides— 


Proper locks 


A new key protection 

A system of records 

A simple method of operation 
Mechanical coupon-booth pro- 


tection. 


No Judge or Jury could doubt the 


overwhelming evidence that this 
new plan will enable you to 


present. 


The time to investigate this new 
Protection is NOW, before your 
vault specifications are written. 


Send for detailed information of this plan 


The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


YALE MARKED IS YALE MADE 





or 
~I 





Union Trust Company, Chicago, 
Increases Capital 


At a meeting of the board of diree- 
tors of the Union Trust Co., Chicago, 
according to Chairman Frederick H. 
Rawson, a resolution was passed to 
increase the capital stock by $1,000,- 
000. The stockholders will vote on 
the plan to increase the stock at a 
meeting to be held in September. 


If the plan is approved, the new 
stock will be offered to stockholders 
of record on a date to be announced 
later at $400 a share, and each stock- 
holder will have the right to buy one 
new share for each three shares held. 


Frederick H. Rawson, Chairman, 
in his letter to stockholders said: 

‘*We are happy to record that due 
to the efforts of the Stockholders, 
Directors, depositors, and our own 
staff, the Bank’s growth has been 
most gratifying, as evidenced by the 
following figures: The Bank’s de- 
posits on January 1, 1925, were $64,- 


751,711, and on August 15, 1928, 
were $89,180,998. At various times, 
special temporary deposits have 


brought the total deposits as high as 
$100,000,000. We believe that with 
your further assistance and our own 
efforts it will not be long before the 
Bank will be generally known as a 
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The First Wisconsin and Mil- 


waukee have grown up together 
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$100,000,000 bank. 

‘*There has been a corresponding 
crowth in earnings which is reflected 
not only in the regular quarterly 
ind extra cash dividends, but also in 
the increase of the surplus out of 
earnings from $3,000,000 on Jan. 
uary 2, 1925, to $4,000,000 at the 
present time. During the same 
period the undivided earnings have 
been increased from $731,253 to $1,- 
431,879. The established 
for depreciation and losses in seecur- 
ities have been increased from $251,- 
977 to $758,553. 

‘‘There has been a proportionate 
growth in profits as indicated by the 
following comparison: For the year 
1924, the net earnings were $766,000, 
amounting to 38.30% on the capital 
stock and 13.58% on the average in- 
vested capital; for 1927, they were 
$1,312,730, equal to 43.76% on the 
capital stock, and 17.21% on the 
average invested capital. The net 
earnings for the first seven months 
of 1928 indicate that the profits for 
the year will be at least 25% larger 
than the amount earned last year, 
providing the present interest rates 
continue. 

**Our Investment Department not 
only deals in municipal, public 
utility, corporation and industrial 
bonds, but also does a large and in- 
creasing business in real estate mort- 
gages and bonds. The Trust De- 
partment in its various capacities 
has also shown a very gratifying 
growth in the volume of business 
handled. The proceeds of the new 
issue of stock will be used not only 
to increase the facilities of the Com- 
mercial Department, but also to aug- 
ment the services of the other de- 
partments of the Bank. 

‘Shortly prior to the last issuance 
of capital stock at $100 a share, the 
market price was $400; at the pres- 
ent time the market price is about 
$880. It is confidently expected 
that the present dividend rates will 
be continued, and as earnings justify, 
extra dividends will be paid as the 
Board of Directors deem advisable. 

‘‘The Board is also pleased to re- 
commend unanimously to the Stock- 
holders the election of Mr. F. E. 
Williamson as a director of the 
Union Trust Company. 

‘‘Mr. Williamson will come to 
Chicago from St. Paul in September 
to assume the duties of Executive 
Vice-President of the Chicago, Bur- 
lington & Quincey Railroad Company, 
having been theretofore for many 


reserves 
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sears Operating Vice-President of 
the Northern Pacific Railroad Com- 
pany.”’ 


Clinton Berry Honored 


Clinton F. Berry of Detroit, presi- 
dent of the Financial Advertisers 
Association was elected to be the vice 
president of the International Ad- 
yertising Association at the recent 
convention in Detroit. This is an 
unusual honor and is of special in- 
terest to all of us because of the fact 
that Mr. Berry is a bank advertising 





of the Utiea tea rooms. On the after- 
noon of September 19, automobiles 
will take women delegates and guests 
on a tour of Utiea. A hostess will be 
assigned to each car and the tour 
will inelude the residential section, 
suburbs and the surrounding eoun- 
try. During the trip, tea will be 
served. 

Marjorie E. Sehoeffel of the Plain- 
field Trust Co., Plainfield, N. J., is 
in charge of the entertainment for 
the ladies. 


Live Stock Train Run By 
Kentucky Bankers 


It has become a yearly feature in 
Kentucky to have the agricultural 
committee of the Kentucky Bankers 
Association cooperating with the Col- 


lege of Agriculture and some other 
agencies, to spread the gospel of pure 
bred live stock by special train. 

The train was particularly suc- 
cessful this year stopping at 55 towns 
located in 52 counties. The trains 
themselves are donated by the L. & 
N. and the L. H. and St. L. railroads. 
Exhibits are furnished by the College 
of Agriculture and live stock breed- 
ers and at each stop the animals 
themselves are demonstrated. This 
certainly is a splendid work and one 
that places the bankers and the as- 
sociation before the people in a way 
that they remember. 

The thumbscrew of present want 
exercises a pressure far more potent 
than does the fear of future.— 
Griffith J. Griffith. 





Investigate S &G Protection 


Here are a few of 
the banks that found 
it worthwhile: 


Equitable Trust Company 
New York City 
Chase Nat’! Bank (Graybar, Br.) 
New York City 
Bank of America 
New York City 
Farmers Safe Deposit Co. 
New York City 
Bowery Savings Bank 
New York City 
Union Trust Company 





CLINTON F. BERRY 


man. This recognition of the Finan- 
cial Advertisers Association by the 


. “ye Detroit 
leaders in advertising throughout Exchange Trust Co. 
the world is something to be proud din ae 4 

¥ ro eneeace } “He ; edera rust Co. 
of. Mr. Berry’s success in staging Newark, N. J. 


this international convention as pre- 
sident of the Aderafter’s Club of 


Labor Cooperative Nat'l Bank 
Paterson, N. J 
Provident Trust Co. 





Detroit warranted this recognition. SFE E EEE EEE EEE EEE EE EEE _ Philadelphia 
Equitable Trust Co., New York City Safe Deposit Co. 
Equipped throughout with Albany, N. Y. 


Rochester Savings Bank 
Rochester, N. Y. 

Marine Trust Co. 
Buffalo, N. Y. 


Entertainment For F. A. A. SOG Locks 


Ladies 


Women who attend the Financial 
Advertisers Association Convention 
at Utica, September 17 to 20, will be 
well taken care of. This was promised 
by Ida Miller Henry, vice chairman 
of the women’s entertainment com- 
mittee. Plans for entertainment of 
the ladies include a bridge tea Sep- 
tember 17 at the Yahnundasis Golf 
Club. Those who desire may remain 
at the club for dinner and attend an 
informal dance to be given there 
that evening. 

On the afternoon of September 17, 
women guests will visit a rayon man- 
ufacturing plant. After the inspec- 
tion trip, tea will be served at one 


Investigation costs nothing 
—clip and mail coupon: 


Sargent & Greenleaf Inc. 


ROCHESTER, NEW YORK 


Please send me without obligation a working model of 
the S& G Secret Key Changing Safe Deposit Lock. 





Na 
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Sev0eet & Rian nvcinimney Gt Gel 
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As the result of a 


rop Contest 


Dickinson County, Michigan now has— 


Better Farmers 
More Prosperous Banks 


By T. J. MASTERSON 


Managing Editor, Iron Mountain News, Iron Mountain, Mich. 


HIS is the story of a young 

banker, Frank O. Morett, of Iron 
Mountain, Michigan, who took a 
committee appointment seriously and 
beeause of his work has been receiv- 
ing recognition from the United 
States Chamber of Commerce, D. H. 
Otis, of the American Bankers As- 
sociation, and the metropolitan press 
in Detroit, Milwaukee, and other way 
points. 

Iron Mountain is located in the 
upper peninsula of Michigan, the 
region of magnificent distances, iron 
and copper ore, and timber. 

This empire of natural resources 
is beginning to suffer the same fate 
as other wealth producing territories 
that have been exploited not wisely, 
but too well. 

Every ton of ore taken from the 
bowels of the earth brings upper 
Michigan nearer the day of reckon- 
ing; every tree that is felled and 
sent to the mill reduces by that much 
the fast dwindling timber supply. 

Business leaders are beginning to 
take stock. They are not much wor- 
ried about the ore, of which vast de- 
posits still remain untouched. But 
the timber situation, and the hun- 
dreds of thousands of barren, de- 
nuded acres that are passing back 
each year into the hands of the state 
because of delinquent taxes provide 
a problem that is a facer. 

One way of maintaining and in- 
creasing prosperity is to make two 
industries grow where only one grew 
before. And agriculture, particular- 
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FRANK O. MORETT 


Ass’t Cashier, Commercial Bank, Iron Mt., Mich. 


The Contest 


Prizes for the best 
fields of alfalfa, corn and 
barley. 


Cash prizes subscribed 
by business men. 


Farmers were kept en- 
thused during the sum- 
mer 


300 odd fields were 
entered. 


Farmers and business 
men were brought to- 
gether. 


A definite improve- 
ment in crops was seen. 





ly dairy farming, has come to be the 
industry that upper Michigan looks 
to as one of the revenue producers 
that will fill in the gap between 
diminishing natural resources and 
prosperity. 

Upper Michigan is a wonderful 
dairy and agricultural country, but 
the farmer who is here now is large- 
ly a pioneer. He must start where 
the loggers and fires left off. His 
rich, fertile fields must come from 
ecutover or burned wastes, studded 
with gnarled and weather beaten tree 
stumps, or blackened and scorched 
trunks that stretch upward like ae- 
cusing fingers. 

Once started, his prosperity in- 
creases apace; but the difficulty is to 
get him started. 

Mr. Morett, assistant cashier of 
the Commercial bank in Iron Moun- 
tain, is one of those who is getting 
the farmer under way. He is recog- 
nized as one of the leading young 
bankers of upper Michigan. His in- 
stitution has developed and grown 
largely because of his personality 
and capacity, and his abiding inter- 
est in the welfare and civic better- 
ment of his community. In ap- 
pearance he embodies the dignity 
and sagacious air that one naturally 
associates with a banker. 

Over a year ago Mr. Morett was 
appointed county key banker by the 
Michigan Bankers Association. He 
was also named chairman of the Iron 
Mountain Chamber of Commerce ag- 
ricultural committee. Instead of 
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waiting for work he approached A. 
J. Lonsdorf, county agricultural 
agent, and asked him what he could 
do to assist in developing agricul- 
ture. 

“A jot,’? Mr. Lonsdorf replied. 
“We need a county chairman for our 
Upper Peninsula Development Bu- 
reau crops contest, and you’re it.”’ 

Mr. Morett got busy. He organ- 
ized a county wide contest that 
aroused tremendous interest in agri- 
culture and brought the farmers into 
contact with their city brethern on a 
friendly and cooperative basis. Cash 
prizes were subscribed dnd three 
crops were selected for the contest, 
alfalfa, corn and barley. Prizes 
were offered in each division and 
also a master award to the farmer 
most proficient in all three. 

The commercial club of the city of 
Norway, in the same county, wanted 
to come in. The door was opened 
wide so more helpers joined the com- 
mittee headed by Mr. Morett. 


Business Men Visit The 
Competing Farmers 


Throughout the summer the farm- 
ers were constantly reminded and 
enthused about the contest. When 
the barley was golden and ready for 
the harvest, a committee of business 
men, led by Mr. Morett, visited the 
300 odd fields entered and selected 
the best in barley, alfalfa and corn. 


These visits were mutually benefi- 
cial. The business man found that 
the farmer was in reality functioning 
as an industry and given encourage- 
ment, would become an important 
factor in the prosperity of the city. 
The farmer learned the banker and 
business man were ready to assist 
him in developing his industry. 

When the winners had been chosen, 
a banquet program was arranged in 
Iron Mountain. Business men from 
Norway and Iron Mountain and the 
farmers attended. It was by far the 
largest gathering of its kind ever 
held in this district. The prizes 
were awarded and a spirit of good 
will built up that is daily paying 
dividends. 

The wealth of Dickinson county is 
estimated at 50 per cent mines, 40 
per cent forests and 13 per cent 
farms. But through this contest, 
the 13 per cent is going upward. 

Such accomplishments as this do 
not go unrecognized. The United 
States Chamber of Commerce listed 





it as one of the outstanding projects 
carried on by its 1,700 member or- 
ganizations. Besides this there came 
the laudatory letter to Mr. Morett 
from D. H. Otis, director of the Ag- 
ricultural Committee of the Ameri- 
can Bankers Association, who wrote: 

“‘The example that you set is a 
real accomplishment and ought to be 
an inspiration to others who are 
placed in similar positions.’’ 

The city of Iron Mountain, the 
county of Dickinson, the banks, and 
even the state because of the delin- 
quent tax land problem, have ben- 
efited, all because one banker took 
a committee appointment seriously. 








Arkansas Organized 100% 

The Arkansas Bankers Association 
announces that every county in Ar- 
kansas is now organized due to the 
persistent work of the association 
committee on county organization 
and the hearty cooperation of the 
leading bankers in each county. 

Arkansas bankers now have, ready 
at hand, the machinery necessary 
for the promotion of good fellowship 
and whole-hearted cooperation that 
will enable them, if they will but 
use it, to consider and solve the prob- 
lems that confront their individual 
banks due to changed conditions of 
modern times. 








Your Advertising Can Be 


Outstanding 


or Mediocre 


And the difference in cost 


may be very slight 


With a limited appropriation you continually 
find it hard to dress up your ideas so as to give 
them the eye-appeal that makes your prospect stop 


and read. 


Our clients have discovered that Collins advertising 
programs are based on clever ideas which attract 
attention. The copy that we supply is the work of 
expert writers who have a first-hand knowledge of 
banking conditions in all sections of the country. 


If you prepare to write your own copy, very well. 
You can still secure the benefit of nation-wide 
cooperation in the pictorial or decorative embellish- 
ment that sets Collins advertising apart from the 


crowd. 


You simply take advantage of the basic economic 
principle of sharing expense. Let us tell you more 


about our methods. 


THE COLLINS SERVICE 


Financial Advertising 


Main Office: 
Production Plant: 


1518 Walnut 
226-240 Columbia Avenue 


Street 


PHILADELPHIA 
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America’s Leading Industries 


















An important aid to a general un- 
derstanding of the industries of 
America is now available in a mono- 
graph issued by the First National 
Bank of Boston. It shows American 
industries by geographical sections 
and shows the relative importance of 
each industry in each state. 

For America as a whole, motor 
vehicles lead, making up 5.099% of 
the total of all products. Slaughter- 
ing comes second. Iron and Steel- 
rolling mills, third; petroleum re- 
fining, fourth; printing and publish- 
ing, fifth; foundry products, sixth; 


cotton goods, seventh ; electrical ma- 
chinery, eighth; motor vehicle parts, 
ninth; and lumber products, tenth. 

The other industries follow in con- 
secutive order: Flour, feed and 
grain mill products; women’s ecloth- 
ing; bakery products; steam ear re- 
pair and construction; men’s cloth- 
ing; butter and dairy products; 
paper and wood pulp; boots and 
shoes; rubber tires and inner tubes; 
tobaceo, cigars and cigarettes ; furni- 
ture ; knit goods; silk manufacturers ; 
iron and steel—blast furnaces ; plain- 
ing-mill products; smelting and re- 
fining—copper; food preparations; 
canning and preserving—fruit and 


















































in all their banking needs. 








A. JOHNSTON 
President 





OF 
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The Utmost In Service 


ITH ample resources, conservatively progressive 

policies, easily accessible officers and a genuine 
‘desire to be helpful, the Engineers National Bank of 
Cleveland offers its facilities and accommodations to 
individuals, partnerships, fraternities, societies and 
corporations in full confidence that it can serve them 


Commercial, Savings, Bond, Trust, 
Safe Deposit, Collection and 
Foreign Exchange Departments 


WE SOLICIT YOUR CONFERENCES 


C. STIRLING SMITH 
Executive Vice-Pres. 


ENGINEERS NATIONAL BANK 


CLEVELAND 


Clair Avenue and Ontario 
Broadway and East 55th Street 











































C. A. PAINE 
Vice-Pres. and Cashier 
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vegetables; sugar  refining—eane. 
worsted goods; chemicals; _ brags 
bronze and other alloys; paints and 
varnishes; leather—tanned, curried 
and finished; gas—manufactured. 
dyeing and finishing textiles; strue. 
tural ironwork; cars—electrie and 
steam; confectionery ; and coke. 

The booklet then takes different 
sections of the country and shows 
the principal industries of the see. 
tion and then the principal indus. 
tries of each of the states in that dis. 
trict. For example, the leading in. 
dustry in the New England section 
i3 cotton manufacturers, next comes 
wool manufacturers, next leather, 
and fourth paper and pulp. 

Comments accompanying _ the 
tables are very helpful. These 
tables and information going with 
them were first published in the Bos- 
ton Herald. They were compiled by 
N. E. Peterson, industrial statistician 
of the First National Bank of Bos- 
ton. Copies of the booklet may be 
secured by addressing Harold A. 
Lyon, assistant cashier, First Na- 
tional Bank, Boston, Mass. 





More Capital For Franklin 
Trust 


The stockholders of the Franklin 
Trust Co. of Philadelphia have ap- 
proved an increase in capital stock 
from $2,000,000 to $3,000,000. 

Arthur B. Dauphinee, senior vice 
president presided in the absence of 
C. Addison Harris, Jr, president 
who is sojourning in Europe. Mr. 
Dauphinee stated that the 10,000 
shares of stock would be offered to 
stockholders at $400 per share on 
the basis of one half share for each 
share held. 


The stock may be purchased in 
four installments of $100 due on the 
15th of each month, beginning Sep- 
tember 15, 1928, or may be paid for 
in full. 


The proceeds of the new issue will 
add $1,000,000 to capital and $3,- 
000,000 to surplus giving a combined 
eapital and surplus of $10,250,000. 

Organized in 1904 the Franklin 
Trust Co. has made phenominal pro- 
gress and today has deposits of over 
$38,000,000 representing actual 
growth without any consolidation 
whatever. This is the largest bank 
in America rendering exclusively 
day and night service, remaining 
open until midnight daily. 

Before leaving for Europe Presi- 
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dent Harris announced that a com- 
mittee of officers had been appointed 
to develop a plan that will enable 
employes to purchase stock on terms 
especially adapted to their individual 
circumstances. 

Franklin Trust stock has sold re- 
cently at $695. 


Stephenson For A. B. A. 
Vice President 


The election of officers of the 
American Bankers Association, to be 
held at the coming Philadelphia con- 
vention, will doubtless find Rome C. 
Stephenson of South Bend, Indiana, 
the leading candidate for second vice 
president of the Association. The 





ROME C. STEPHENSON 


Candidate for 2nd Vice President 
American Bankers Association 


endorsement of Mr. Stephenson’s 
candidacy by the Savings Bank Divi- 
sion at the last annual meeting is a 
favorable indication of his election 
as this is the year for a Savings Divi- 
sion man, it being the custom to elect 
the second vice president each year 
from a different division. 

Mr. Stephenson first became as- 
sociated in the work of American 
Bankers Association in 1909 as a 
member of the executive committee 
of the Savings Bank Division. In 
1910 he was appointed chairman of 
the executive committee, succeeding 
to the vice presidency, and ultimate 
presidency, of the division the fol- 
lowing year. 

During the year 1915 the associa- 
tion became actively interested in 
urging the enactment of laws which 
would make membership in the Fed- 
eral System attractive to state banks. 





Mr. Stephenson took a prominent 
part in presenting the proposed plan 
before Congress. The state of In- 
diana elected him a member of the 
American Bankers Association Coun- 
cil in 1918, and he was appointed a 
member at large of the executive 
council during the respective regimes 
of President Knox and President 
Puelicher. : 

Aside from his official activities ih 
the American Bankers Association, 
Mr. Stephenson has participated al- 


most continuously in the work of 
various committees. 

He has also been very prominent 
in banking cireles in his home state, 
having been elected vice president of 
the Indiana Bankers Association in 
1924, succeeding to the presidency 
the following year; and being ered- 
ited with considerable influence in 
the strengthening of the banking 
laws of Indiana, brought about 
through the efforts of the Legislative 
Committee of the above group. 








Send for a copy of 
Lawrence System Field Warehousing 


JAWRENCE WAREHOUSE (OMPANY 


A. T. GIBSON, PRESIDENT 


Chicago . . . 29 South LaSalle Street Portland ....... 
Philadelphia . Public Ledger Building Seattle .... Dexter-Horton Building 
Los Angeles . . . W. P. Story Building Oakland. ..... .. Gibson Terminal 


37 Drumm Street - San Francisco 


Experience Is the Thing 
to Look for Among 


Field Warehousemen 


The Lawrence System of field warehousing has rec- 
ognized since its very inception that its first con- 


cern was to protect the interests of the banker. 


We have pioneered the field warehouse business hand 
in hand with many of the most able bankers in the 
country and have developed our system to fit the 
most exacting requirements of bankers as well as 
making it highly acceptable to manufacturers. 


Learn, today, how we create a branch public ware- 
house on a manufacturer’s premises to enable him to 
present you with warehouse receipts covering his 


inventory as collateral for substantial loans. 





- 403 Hoyt Street 















Registered Mail Envelopes 


Heco Envelope Company 
Chicago, Ill. 
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“Some men would use carrier 
pigeons to save the post. v were 


they sure of their return.’ 
PETER HECO 






Reports Shows Banks In 
Healthy Condition 


R. N. 
of the National Association of Super- 
visors of State Banks, in his annual 
report submitted a statement which 
shows in detail the capital, surplus 


Sims, Secretary-Treasurer 


and undivided profits, deposits, 
loans, and discounts, stocks, bonds 
and securities, and total resources of 
all state banks of the continental 
United States, together with totals 
of these items of the National Banks. 
and all covering as of February 28, 
1928. 

The report of Secretary Sims 
eovers the only available accurate 
and detailed data of the state bank- 
ing institutions comparable with the 
report of the comptroller of the eur- 
reney which covers the national 


banks. 

Mr. Sims said: ‘‘The figures given 
are very gratifying and reflect, as a 
whole, a healthy condition of the 
banks of our country. 


‘The capital, the deposits, and the 
total resources of our banks are 
larger than ever before. 


**On February 28, 1928 there was 
a total of 26,699 banks of which 
18,965 were state banks and 7,734 
national banks, and in round num- 
bers a total capital, surplus and un- 
divided profits of $8,165,241,004, 
total deposits of $56,714,516,861, and 
total resources of $69,439,471,224. 
Total deposits of all banks were $1,- 
140,283,297 above the previous high 
record of Mareh 23, 1927 and total 
resources $3,693,662,613 above re- 
sourees of that date. 
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There’s one thing at least the Irish have 


Remember these points 
about A-B-A Cheques 


in Common with the Neapolitans,—they 
both know a good travel cheque when 
they see one. But you don’t have to go 


to Dublin or Napoli to cash an A-B-A 


— 


. They are the Travel Cheques of the 
American Bankers Association. 


Nn 


. They are bankers cheques, drawn by 
a bank on a bank. 


3. They are certified, and hence legally 
acceptable in payment of U.S 
Customs duties. 


4. As two-name paper they are often 
accorded preferential treatment in 
foreign exchange. 


5. They provide, at reasonable cost, 
complete insurance against the loss 
of travel funds. 


Cheque. They are known just as well in 
Teheran or Timbuctoo, 
Budapest, Valparaiso or Joplin, Missouri, 
or wherever you happen to be going. You 
won’t lose time or money taking A-B-A 
Cheques. 


Rekjavik or 


Bankers Trust Company, N. Y. 
Agents for the Issuing Banks 


AMERICAN BANKERS ASSOCIATION 


A-B-A Certified 


Travel Cheques 


BUY THEM FROM YOUR OWN BANK 
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‘*On February 28, 1928, in round 
numbers the capital, surplus and 
undivided profits of the state banks 
were $4,739,284,004, and of the na- 
tional banks $3,425,957,000, showing 
the capital resources of the state 
banks to be 38% in excess of the na- 
tional banks. The deposits of the 
state banks were $34,435,434,861, and 
of the national banks $22,279,082,000, 
showing the deposits of the state 
banks 54% in excess of the national 
banks. The total resources of the 
state banks were $41,865,784,225, and 
of the national banks $27,573,687, 
000, showing the resources of the 
state banks 51% in excess of the na- 
tional banks. 

**Sinece June 30, 1919 which was 
the date of my first complete state- 
ment, capital, surplus and undivided 
profits of the state banks have in- 
creased $1,839,621,327, and the na- 
tional banks $1,062,479,000. The 
deposits of state banks have in- 
creased $12,802,612,849, and the na- 
tional banks $6,354,217,000. Re- 
sources of state banks increased $15,- 
900,108,388, and the national banks 
$6,774,137,000. The decrease in the 
number of state banks totals 2,063. 
The decrease in the number of na- 
tional banks totals 51. 

‘*This makes a total increase in all 
banks of the United States since 
June 30, 1919 as follows: 

Capital, Surplus and Undivided 

Profits $2,902,100,327 or 55% 
Deposits $19,156,829,849 or 51% 
Resources 

satel $22,674,245,388 or 48% 
Number of 

Institutions 2,114 (decrease) 

‘*Both classes of banks perform 
equally useful and necessary fune- 
tions and I do not make comparisons 
for the purpose of disparagement, 
but to emphasize the colossal size of 
the two great banking systems and 
to direct attention to the importance 
and need of both in the development 
and handling of our country’s busi- 
ness.’ 


Soon All First-Class Mail Will 
Be Air-Mail 


The rapid reduction in rates for 
air mail is an indication that Post- 
master General Harry S. New must 
be right when he predicts that in five 
years practically all first-class mail 
will go by air. The latest reduction 
on August 1 to five cents for the first 
ounce and ten cents an ounce for ad- 
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ditional ounces, brings the price so 
near to ordinary first-class mail rates 
that the mail planes are sure to be 
well loaded from now on. Even 
direct-mail solicitation may be able 
to take advantage of the new air 
mail rates. The fact that a letter 
comes by air mail is almost a sure 
guarantee that it will be given the 
most eareful consideration. 


Hill With Shawmut 


Announcement has been made that 
A. W. Hill, formerly Southern rep- 
resentative of the Bank of America 
of New York, has become associated 
with the National Shawmut Bank of 
Boston. 

Mr. Hill will represent the Shaw- 





A. W. HILL 


mut in the various parts of the 
United States, calling on the large 
number of bank and commercial cus- 
tomers seattered all over the coun- 
try. He has a wide acquaintance, 
particularly in the South, his native 
town being Atlanta, Georgia. He 
graduated in 1912 from the Georgia 
School of Technology with the degree 
of Electrical Engineer. 





More National Banks Becoming 
Trust Companies 


A total of 1,382 national banks 
were exercising trust powers at the 
close of 1926 under authority grant- 
ed by the Federal Reserve Board ae- 
cording to complete official figures 
compiled by the board. 


These banks were administering 
59,174 individual trusts and 6,409 
corporate trusts. The assets of the 
individual trust aggregated $2,079,- 
858,237 and the total of the corporate 
trust assets and bond and note issues 
for which 544 of the 1,382 banks 
were acting as trustees, was $6,354,- 
713,735. 

The which the national 
banks displayed sin the trust busis 
ness in 1927 appears to be further 
expanding this year. National banks 
have begun to take a greater advan- 
tage than heretofore of the right to 
include the words ‘‘trust company’ 


interest 


in their titles, some bankers having 
informed members of the board that 
they were unaware of the right to 
use other than the words ‘‘national 
bhank”’ in their corporate names. 








A New Million Dollar Bank 


Home 


Outstanding among the building 
projects of the early fall in Memphis, 
is the new million dollar home of 
the Bank of Commerce & Trust Co. 
This new home for Mentphis’ largest 
bank is made necessary by reason of 
the faet that the bank has outgrown 
its present quarters. It will be the 
largest building in the South, used 
exclusively for. banking purposes, 
end one of the largest in the country. 
Hanker & Cairns, are arehiteets. 


Any form of advertising other than 
the service rendered inside and outside 
of the bank can only be supplementary 
to the personal contacts established.-- 
Mary B. Reeves 





Vanishing 





larly discouraging to see them melt 
away as a result of speculations or 
carelessly made investments. By 
using The National City Company 


as a source of bond offerings you 


After you have put in hard work in 


building up deposits it is particu- 


Bank accounts 





can render a timely investment ser- 


vice to your depositors. At the same 


profit for your bank. 


gladly make suggestions whenever 


you say the word. 





BONDS +, SHORT TERM 


| 


Our nearest District Office will 


NOTES »* 


| time you will be making a legitimate 





The National City Company 
National City Bank Building, New York 


Offices in more than 50 leading cities throughout the world 


ACCEPTANCES 
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Union Trust Elects New 
Director 


W. H. Gerhauser was recently 
elected a member of the board of 
directors of The Union Trust Co.., 
Cleveland, Ohio. 

The new director is a product of 
Detroit, having been born, raised. 
educated, and married in that city. 
Upon leaving school, in 1911, he was 
for two years assistant secretary of 
the Detroit Board of Commerce. In 
1913 he joined the Williams Bros. 
Co., and three vears later started his 
own company—W. H. Gerhauser & 
Co. In 1917 he came to Cleveland as 
assistant to the president of the 
American Ship Building Co. to aid 
in the wartime building drive. One 


year later he was appointed vice 
president and just last month he was 
made president of that company to 
succeed the late Alfred G. Smith. 
Mr. Gerhauser is an engineering 
vraduate of the University of Michi- 
gan and at thirty-nine is one of the 
youngest men in Cleveland to head 
an organization the size of the Ameri- 
ean Ship Building Company. He is a 
member of the Chi Psi Fraternity ; 
the University, Country, and Hermit 
Clubs, and lives in Chagrin Falls. 





Joseph R. Swan, president of the 
Guaranty Co. of New York, has an- 
nounced that Ralph A. Stephenson, 
lately a partner of Redmond & Co.., 
has been appointed a vice president 
of the Guaranty Co. 








Detail 


E! ans innumerable detail that constantly 


arises in your business requires expert 
and personal attention. Here, detail is given 
prompt and intelligent service. The spirit of 
friendly co-operation is the foundation of our 
correspondent bank business. Our world- 
wide facilities make this an ideal banking 


connection for you. 


The Foreman National Bank 
The Foreman Trust And Savings Bank 


La Salle and Washington Streets, Chicago 








RESOURCES EXCEED 100 MILLION DOLLARS 


Readers will confer a favor by mentioning THE SEPTEMBER,1928, BANKERS MONTHLY when writing to our advertisers 


Trophy For New Business Plan 


Encouragement of the right sort 
is provided by the contest that will 
feature the annual convention of the 
Financial Advertisers Association at 
Utiea, September 17-20. A dignified 
trophy is offered for the best all- 
around plan submitted for a bank, 
trust company, or an_ investment 
house for inereasing new business, 
and the first point to be considered in 
awarding the prize is results. The 
second point is cost. This empha- 
sizes the importance of low-cost, re- 
sult-producing plans for building 
the business of a financial institution, 

It has been all too common in the 
past to pass upon the suecess of a 
new business plan by the favorable 
comments received from this one and 
that one, without regard to the 
definite results. Certainly the ex- 
ecutives who okay the expense bills 
will welcome an era of low-cost, re- 
sult-producing new business work. 


Bankers To Raise Campaign 


Funds 


It was recently announced that 
Melvin A. Traylor of Chicago was 
appointed as a vice chairman of the 
finance committee of the Democratic 
‘National Committee. John G. Lons- 
dale of St. Louis was appointed one 
of the three finance directors for the 
State of Missouri. The campaign for 
the raising of funds is now well un- 
der way. 


A. B. A. Bank Library Exhibit 


An exhibit of a fully equipped 
bank library will be held by the Spe- 
cial Libraries Association in connec- 
tion with the American Bankers 
Association Convention in Philadel- 
phia, October 1-4, 1928. 

Two similar exhibits have been 
held. Bankers throughout the coun- 
try have expressed great enthusiasm 
for this opportunity to consult or- 
ganized financial literature. 

It is an opportunity to learn who 
are considered the best authorities 
in a speeifie field, what is new in 
finance, economies and business, and 
to acquaint one’s self with the out- 
standing periodicals and services in 
banking and finance. 

The lobby of the headquarters 
hotel was chosen for the exhibit, so 
that the delegates can consult the 
books and browse at their leisure. 
There will be a staff of bank libra- 
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rians in charge to answer all in- 
quiries. A booklet explaining the 
services and value of the library to 
the bank with a select list of books 
and periodicals for a completely or- 
ganized library will be distributed. 


“Paris Is Giddy” Says 
Holderness 


‘“‘T was in France, Belgium, Hol- 
land, England, and Seotland and I 
must say I’m not wasting much pity 
on the people of those countries,’’ 
says M. E. Holderness, vice president 
of the First National Bank in St. 
Louis, who has just returned from 
Europe where he studied the bank- 





M. E. HOLDERNESS 


ing and business conditions while on 
an extensive tour with the St. Louis 
Chamber of Commerce Air Board. 
“They appear to be busy, prosperous, 
and reasonably happy. Of course 
there is still the war tax and prices 
are high, but the currency of these 
countries is now fairly well stabilized 
and trade is carrying on at a fair 
rate. There is unemployment in 
some centers but it is not apparent 
on the surface. 

‘It is ten years since the war ceased, 
and it will be longer before it is for- 
gotten, but accomplished restoration 
is almost unbelievable. Paris is 
giddy; France is gay; England is 
serious and London is busy; Brus- 
sells is still proud and Belgium’s 
head is unbowed; Holland is busy 
changing money—and they get you, 
going or coming—business men they 
are; Seotland is glum, and Edin. 
burgh just so, but as far as I could 
see, Americans are well received 
everywhere, and nowhere did I see 
evidence of anything but good will.’’ 





Bright Future For England 


Americans are coming into a more 
sympathetie understanding with the 
English people than has existed at 
any time since the War, Frazier 
Jelke, New York investment banker, 


declared upon his arrival from 
Europe aboard the Olympic. The 
reception of Americans in Great 


Britain today is most cordial, hé 
said. 

‘*The country is gradually regain- 
ing its foothold industrially after 
one of the most trying periods in 
English history. Indeed, from the 
evidences of productive activity 
and improvement in the buying 
power of the people, it would appear 
that the country is on the threshold 


of a period of sustained prosperity. 

‘*A new spirit of helpful interest 
throughout the Empire as a whole is 
making life much easier and at the 
same time more profitable for the 
home government. 


‘Recognition of muttal problems 
in aiding world financial recovery 
has brought the United States into 
closer harmony with British affairs 
and this also is conducive to better 
relations between American and Eng- 
lish eitizens.”’ 


It's the advertising you do over 
a period of years that is bringing in 
the results, and not the copy you 
ran yesterday.—Sam Judd: 
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We Will Act as Your 
Correspondent 
Investment Banker 


When you need investment information 
quickly, for yourself or your customers, 
get in touch with our nearest office. 


For quotations, markets, purchase or 
sale of listed or unlisted securities, call 


the Trading Department. 


For a survey of any particular indus- 
try for credit purposes, analyses of hold- 
ings, information on individual bonds 
or stocks or advice on contemplated 
investments, call the Department of : 
Economics and Surveys. 


Our service is as close as your tele- 
phone, telegraph or mail box. 


3) Let us send you our booklet, (3) 
(3) “A Valuble Aid to Banks (3) 
SY and Investors.”’ S 
= Ask for BA-7 Se 


AC.ALLYN*> COMPANY 


INCORPORATED 
Investment Securities 


67 West Monroe Street, Chicago 


PHILADELPHIA 
MILWAUKEE ST.LOUIS MINNEAPOLIS SAN FRANCISCO 
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NATIONAL BANK of 
NEW ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E.G. 2 


BRANCHES and AGENCIES 


INOUE 





|] 


NATIONAL 
PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1,350,000,000 


($5=£1.) 











Head Office: 
15, BISHOPSGATE, LONDON, E.C.2 


UNION BANK OFFICE: 
2, Princes Street, London, E.C. 2. 





OVER 1,200 OFFICES. 


The Bank offers 


SPECIAL FACILITIES 
for the Conduct of the Accounts of 


OVERSEAS BANKS. 


AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 





THROUGHOUT NEW ZEALAND. 


CORRESPONDENTS IN ALL PARTS OF THE WORLD. 


$5=£1 





The Bank issues DRAFTS and LETTERS OF CREDIT, makes Mail 
and Telegraphic Transfers, opens Current Accounts, negociates and 
collects Bills of Exchange, and conducts every other description of 
banking business with New Zealand. 





Chief Office in New Zealand:-WELLINGTON 


4 
i 


$20,878,845 
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Get the confidence of the public 
and you will have no difficulty in 
getting their patronage.—H. Gordon 
Selfridge. 


NEW BANKS REPORTED IN 





The Bankers Librarian 


Valuable books on investments that may 
be had free by writing for them. ; 


Your Will—Why and How You Should 
Make One. One of the most complete books 
of questions and answers on the making of 
wills. California Trust Co., Los Angeles, 
Calif. 

Securities Backed by Modern Road 
Building. Information about the largest 
road-building organization in the United 
States. Paine, Webber & Co., 82 Devon- 
shire St., Boston, Mass. 

Prudence Bonds Provide the 
That Prudence Demands. A 
Prudence Co. Ine., 331 Madison Ave., 
York City. 

Why a National Union for Safety. A 
booklet describing National Union Mort- 
gage Bonds, an improved type of real 
estate bonds. National Union Mortgage 
Co., 111 W. Redwood St., Baltimore, Md. 


Guarantee 
booklet. 
New 


Stock and Bond Register. A_ record 
showing the important features of each 
security which is held by investors. Otis 


& Co., 216 Superior St. N. 
Ohio. 

Chain Store Securities. 
cussion of chain store systems. 
Burr & William 8t., 
City. 

A Valuable Aid to Banks and Investors. 
How the department of economies and 
survey serves investors by furnishing in- 
vestment counsel free to individuals and 
institutions. A. C. Allyn & Co., 67 W. 
Monroe St., Chieago, Ill. 

Choosing Your Investment House. Hal- 
sey, Stuart & Co., 201 South LaSalle St., 
Chicago, Ill. 

Fidelity 
of bonds issued by 
Mortgage Co., 657 
Louis, Mo. 


E., Cleveland, 


A thorough dis- 
George H. 


New York 


Co., 57 


Service. Describing the type 
the Fidelity Bond & 


Chemical Bldg., St. 


PROCESS OF ORGANIZATION 


10 state banks—7 national banks 


State « Town NAME OF BANK 


CAPITAL 


Sv "s4 . 
SURPLUS & CORRESPONDENT 





PrRorits 
Indiana 
Claypool Peoples Loan & Trust Co $ 25,000 
Massachusetts 
Needham Needham National & Savings 225,000 & surplus 
Nebraska 


Geneva First National Bank in 
Geneva 
New Jersey 
North Bergen Peoples National 
New York 
Brooklyn National Kingsboro 


Forest Hills 
Flushing P. © 
Borough of 


Queens First National 


Green Island 


25,000 


100,000 


509,090 


Earl H. Wilkins 
Otto Mehr, 1820 Hackensack 
Plankroad 


John J. Bennett, Jr., 115-94th St., 
Brooklyn. 


Mr. Rapelye, Pres. (Post master 
for Flushing-Maspeth-Forest 
Hills District. 


(Mail-Troy) Green Island 100,000 50,000 
New York City Commercial National Rank 
& Trust Co. 12,000,000 
Borough of 
Bronx Equitable Trust Co. 
(Branch of New York City) 
Flushing 
Borough of 
Queens Public National 
(Branch of New York City) 
| Ohio 
Maysville Security Bank & Trust Co 
Newark Union Trust Co 300,000 
Pennsylvania 
Philadelphia North City Trust Co 500,000 Jno. A. Fischer, Treas., Cheltena 
Ave., near York Rd., Jenkin- 
town, Pa 
ee Sk ae ee Veco te onc Lents oe Siwab btenkosdense nue 
Rhode Island 
Providence Mortgage Bank & Trust Co Jos. J. Bodell, sponsering move- 
ment 
Tennessee 
Johnson City Industrial Bank of East 
Tennesee 150,000 E. J. Wagner, Pres 
T. H. MeNiel, Vice-President 
Virginia F. B. Taylor, Secy.-Treas. 
Goshen Bank of Goshen 50,000 . J. W. Paxton, Pres. 
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United Bonds. United States Mortgage 
jond Co., Detroit, Mich. 

Dependable Investment. C. M. Keys & 
Co., 60 Broadway, New York City. 

Guaranty Service. A book describing 
the work of various departments and out- 
lining services available through these de 
partments. Guaranty Trust Co. of New 
York, 140 Broadway, New York City. 

The Story of a Municipal Bond. Valua- 
ble information of interest to investors. 
H. C. Speer & Sons Co., First National 
Bank Bldg., Chicago. 

Foreign Dollar Bonds. Valuable sug 
gestions for bond buyers and presenting 
the record of foreign loans in American 
markets. National City Co., 55 Wall St., 
New York City. 

‘‘Investments That Endure.’’ Utility 
Securities Co., 230 8. LaSalle St., Chicago, 
Ill. ‘ 

Serving a Nation. An illustrated book 
let telling about the Cities Service Organ 
ization, and its fiseal agents. Henry L. 
Doherty & Co., 60 Wall Street, New York 
City. 

Investment Review. The selection of 
securities for investment. Hornblower & 
Weeks, 60 Congress St., Boston, Mass. 

Successful Investing. William R. Comp 
ton Co., 7th & Locust Streets, St. Louis, 
Mo., or 44 Wall St., New York City. 

Through Ninety-Five Years. A booklet 
which will be of interest to executives in 
connection with their business in the south. 
The Canal Bank and Trust Co., New 
Orleans, La. 

Principles of Investment. A booklet 
describing a well-varied program of secu! 
ity buying. Peabody, Houghteling & Com 
pany, 10 So. LaSalle Street, Chicago, Il. 

Water, the Indispensable Utility. \ 
booklet giving a detailed description of a 
water company’s plant and operations, 
with special reference to the investment 
qualities of securities of water companies. 
G. L. Ohrstrom & Co., 44 Wall St., New 
York City. 

Commonwealth Year Book. An _ illus 
trated detailed statement of the opera 
tions of the Commonwealth Edison Co., of 
much interest to investors. Offered by 
Commonwealth Edison Co., 72 W. Adams 
St., Chicago, Ill. 

Insuring Your Intentions. A _ booklet 
about the life insurance trust service and 
its possibilities. Guardian Trust Company, 
(Allan B. Cook, vice president), Cleve 
land, O. 

Service in Foreign Securities. Informa 
tion, quotations, and statistical summaries 
covering investment securities listed on 
the principal exchanges of Europe. Elab- 
orates on the service which can be furn- 
ished to American investors who are holders 
of, or wish to own, securities of foreign 
countries. Offered by de Saint Phalle & 
Co., 11 Wall Street New York City. 

How Much Should Your Money Earn? 
Caldwell & Co., Nashville, Tenn. 

What Most Men Forget. <A folder ex- 
plaining the advantages of investing safely 
in real estate mortgage bonds which carry 
an independent surety company guarantee 
of payment of principal and interest. Em 
pire Bond & Mortgage Corporation, 535 
Fifth Ave., New York City. 

Security Bonds. A name applied to real 
estate bonds which are guaranteed as to 
principal and interest and are deseribed in 
an illustrated booklet. J. A. W. Iglehart 
& Co., 102 St. Paul St., Baltimore, Md. 

The Ideal Investment. A booklet show- 
ing ten reasons for the safety of electric 
power and light bonds as a basis for in- 
vestment. Thompson Ross & Co., 29 South 
LaSalle Street, Chicago, Ill. 


Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic services as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over goo of its own branches in England and re- 
presentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
, Brussels offices of the Westminster Foreign Bank) 
for specialised service in credits, collections, 
exchange, and all the ramifications of commercial 
finance. Banking houses Wishing to establish 
a London connection are invited to 
communicate with the 
Manager 








WESTMINSTER BANK 


LIMITED 
Foreign Branch: 82 Cornhill, London, or 


NewYork Representative:C. M. Parker,68 William St 














A Complete Banking Service 


The Midland Bank offers exceptional facilities for the transaction 
of banking business of every description. Together with its 
affiliations it operates over 2400 branches in Great Britain 
and Northern Ireland, and has agents and correspondents in 
all parts of the world. The Bank has offices in the Atlantic 
Liners Aquitania, Berengaria and Mauretania, and a foreign 
branch office at 196 Piccadilly, London, specially equipped for 
the use and convenience of visitors in London. 


AMERICAN DEPARTMENT : POULTRY, LONDON, E.C.2 


MIDLAND BANK 


LIMITED 
HEAD OFFICE. 5 THREADNEEDLE STREET, LONDON, E.C.2 











Envelopes for Every Purpose “How frequent fine words go by 


Heco Envelope Company t in frayed envelopes.” — 
Chicago, Ill. tie y PETER HECO 


Readers will confer a favor by mentioning THE SEPTEMBER,1928, BANKERS MONTHLY when writing to our advertisers 
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State & Town 





NEW BANKS ORGANIZED OR REOPENED 


14 state banks organized—10 national banks organized—4 banks reopened 


If a bank has reopened under a new name, the record appears in the list of changes on the opposite page 


NaME OF BANK 





CaPITAL Surpius & Prorits PRESIDENT CASHIER 
snd Ss 
Alabama 
Birmingham City Bank & Trust Co. $ 500,000 $ 100,000 aa - Weaterrceunacddaweawat wens 
(To open October 1) Arka! 
Florida Ha 
Plant City Citizens 50,000 50,000 Geo. H. Wilder B. J. Rhame Califc 
Georgia En 
Albany City National 100,000 20,000 W. B. Haley Leo Leader 
Douglasville First National 25,000 5,000 J. R. Hutcheson Frederick Latimore 
Register Holt Banking Co. 10,000 ain L. B. Holt J. B. Buxton Sol 
Sharon Sharon National 25,000 H. M. Dunbar Geo. V. Kirby 
Illinois 
Belleville Belleville National 100,000 30,000 John W. Wilbret F. W. Keiner Conn 
Chicago Ridge State (To open Sep. 10) a ES Wm. H. Fisher John H. Bain Mi 
South Central State np ne! cre Joseph E. Hitt Frank R. Hanrahan - 
(To open October 1) Flori 
Davis State Bank of Davis 25,000 5,000 K. O. Knudson Ransom L. Bradley W 
Niles Center National Bank of Niles Center 100,000 $s eA (its kn ween eS eta eo ets creel Tin 
(To open in September) Ch 
Stewardson Stewardson National 25,000 10,000 Albert Mietzner Edwin H. Faster Ps 
Indiana 
North Liberty North Liberty State (Reopened) 50,000 16,510 A. C. Magnus Fanchion Goodale Sk 
Louisiana ; 
Denham Springs Peoples Bank 30,000 6,000 H. P. Mitchell J. O. Sullivan Ww 
Maine Indi 
Easton OP Oe ll lnk. I 060 lg Se Russell A. Carr, Mgr. ...... A 
(Branch of Fort Fairfield, Md.) 
(To open September 1) 
Maryland 
Baltimore United States Trust Co. of Maryland 
(To open October 15) 1,000,000 650,000 R. S. Mooney feet ine deans eeeeeuws 
Massachusetts ' 
Buzzards Bay Buzzards Bay National 50,000 John W. Ramsay W.E. C. Perry 
Minnesota | 
Bird Island State Bank of Bird Island (Reopened) 30,000 6,590 E. D. Collins Edward Anderson ' low 
Cobden State Bank of Cobden (Reopened) 10,000 Ed. Bloemke E. P. Grabow i A 
New York ‘ 5 
Eastport Eastport National (To open Oct. 1) 50,000 25,000 Wm. H. Chapman John A. Daly Ke: 
New York City Prudential 125,000 50,000 Peter Grimm Arthur F. Beyerle 
Rochester Morris Plan 100,000 10,000 James F. Hamilton 8. E. Durand, Treas, Lo 
Tarrytown Washington Irving Trust Co 100,000 150,000 F. R. Pierson Wm. R. Roane ? 
North Carolina § 
Warsaw First National 50,000 J. M. Williams J. E. Leggett 
(Reopened) 
Pennsylvania 
Philadelphia North City Trust Co. (To open Oct. 1 500,000 90,000 Frank H. Schrenk J. V. Wingert, Secy. & Treas, Mi 
South Carolina 
Varnville Hampton County Banking Co 50,000 E. C. Glenn B. C. Pendarvis Mi 
Tennessee 
Hermitage Springs Rank of Hermitage Springs 12,000 Estus Cherry Weldon C. Meador 
Pikeville Bledsoe County Bank & Trust Co 25,000 8S. H. Blackburn J. W. Blackburn, Secy. Mi 
Texas 
Corpus Christi Corpus Christi Trust Co. 100,000 Robert Driscoll J. W. George, Secy. 
Los Fresnos | d 
(San Benito P. O.) Los Fresnos State 25,000 A. M. Tandy | Nolan Taylor M 
Virginia 
Richmond Investment Trust Co 100,000 T. Elwood Tragle |Chas. P. Bigger 
Washington 
Seattle First Security (To open Oct. 15) 150,000 15,000 C. A. Philbrick |W. H. Berry 
Pacific National | 
(To open about Sept. 1) 2,500,000 500,000 Geo.[H. Greenwood | Allan P. Hull 
Wisconsin t N 
Sheboygan North Side State 50,000 10,000 J. W. Hansen Andrew Federer N 
. 4 rl ‘ . & 
New Branches Authorized For the Chicago Trust Co. of C hicago, has N 
National Banks been appointed vice treasurer. Both 
of these men have been prominent in 
First National Bank of Brooklyn, New ati 1 affai M Ot, wow havin 
York, N. Y. Location of branch—Vicinity RACES! Sas, Se. : Cy Saves 
C d t of Nostrand Ave. & Empire Blvd., Brook recently been president of the 
orrespon en yn. United States Chamber of Commerce. 
Service The Seaboard Citizens National Bank of } 
that will make your cus- Norfolk, Va. Location of branch—Vicinity ! 
tomers like your bank bet- of 111-113 West Main 8t., Norfolk. What I Would Do . 
ter—this is the aim of the Hudson County National Bank, Jersey 
Banks and Bankers De- City, N. J. Location of branch—Vicinity If I were a country banker. I 
r © “4 ‘ — , . 
partment of THE MID- of 2860 Hudson County Blvd. would schedule. advertisements for | 
LAND. _ The Melrose National Bank of New gach month something as follows: 
York, N. Y. Location of branch—Vicinity 








We invite your trial of our 
Collections Service in the 
Fourth Federal Reserve 
District. 


WILLIAMSON BUILDING 
CLEVELAND, OHIO 

















of Morris Park & White Plains Ave., Van 
Nest District. 


Prominent Bankers Will Aid 
Republican Campaign 


Of the prominent bankers aiding 
the republican campaign, J. R. Nutt, 
president of the Union Trust Co., 
Cleveland, is treasurer of the Na- 
tional Committee, and John W. 
O'Leary, executive vice president of 


First week, an advertisement to 
farmers with special reference to 
methods of improving local agricul- 
ture. 

Second week, an advertisement to 
merchants with some thought on 
business development or trading at 
home. 

Third week, a message to every 
one regarding savings. 

Fourth week, a message on invest- 


inge.—C.C.J. 


Readers will confer a favor by mentioning THE SEPTEMBER,1928, BANKERS MONTHLY when writing to our advertisers 





CHANGES DUE TO CONSOLIDA 


ABSORPTIONS AND CHANGES IN TITLE 


6 consolidations; 10 successions; 13 mergers; 3 absorptions; 5 tak 
8 title changes; 1 purchase; 6 conversions. 

















TIONS 


en over; 














. | } 

SraTe & TOWN PresENT NAME ForMER NAME How Cuancep| Caprrat | ag PRESIDENT - CasHIER 

Arkansas } y 
Hampton Hampton State Bank of Hampton Succeeds $ 25,000 $ 7,500)A. B. Banks IN N. Wood 

California | } 

Encinitas San Diego State South Coast State | 
(Branch of San Diego, (Branch of Solana Beach,¢ e | 
Calif.) Calif.) Succeeds ‘ 

Solana Beach San Diego State South Coast State ne ' Binaecaaeae aac ea 
(Solana Beach Branch of | } 
San Diego, Calif.) | | | | 

Connecticut | | 
Middletown |Middletown National Bank Middletown National Title | 369,300 265,730)F. A. Beach Geo. A. Craig. 

| & Trust Co. 

Florida } ; } 

Winter Garden First National Bank of Oakland, Oakland, 

Dinois ‘ Fla Taken over 50,000 10,664)J. M. Sullivan |M. U. Pileher 
Chicago Hyde Park National Hyde Park State Conversion 500,000 587,110\John A. Carroll \Frank L. Johnson 
Paris i“ National Bank & Trust First National Title 150,000} 111,400)Adin Baber W. T. Hartley 

*o. | 
Shelbyville |Shelby County State Tower Hill State Bank, } | | 
| Tower Hill, Ill Absorbed | 100,000} 13,640/F. R. Dove John J. Ward 
Waukegan Waukegan State Peoples State ‘ Taken over dno abawekhakschawees See rr : ; 
Indiana : 
Argos |Argos State Tippecanoe State Bank, Tip- 
pecanoe, Ind. | 
Citizens State Bank and & } 
| First Trust & Savings | 
} Bank, Argos Merger | 40,000} 10,000)Harry E. Hillis iGeo. O. Reed 
Kingman Fountain-Parke State Citizens State and Kingman | | 
State Merger | 25,000} 6,250\E. 8. Booe iH. E. Lowell 
Terre Haute Citizens National Bank & | | 
Trust Co. Citizens Trust Co. Conversion 200,000) 205,000|D. Russ Wood iC. C. Newlin 
lowa | | | 
Adel Adel State First National Purchased 50,000 52,700|/Robt. L. Leach E. B. King 
Shelby Farmers Savings Shelby County Savings en rere Se eeaed ‘ wakthans i 
Kentucky | } | 
Louisville Liberty Bank & Trust Co Liberty Insurance Title 1,000,000} 2,259,400)J. E. Huhn |W. S. Kohnhorst 
. } | | 
New Orleans Canal Bank & Trust Co Marine Bank & Trust Co Merger | 4,750,000! 3,420,760\James P. Butler |W. W. Sutcliffe, Jr 
Shreveport | 
(Cedar Grove Sta-|City-Savings Bank & Trust|Cedar Grove State Succeeds 
tion) Co. | 
(Cedar Grove Branch of | | | 

Massachusetts Shreveport) | } . es 
Boston Stabile Bank & Trust Co. Stabile & Co., Inc. Bankers Succeeds 250,000 125,000/H. J. Stabile iV. B. Vitolo, Treas. 
Detroit Detroit and Security Trust|Detroit Trust Co. and Secu- | 

Co. rity Trust Co. Merger | 3,000,000} 10,227,670|/McPherson Browa--Wm. J. Thomas, 

Minnesota ing | Treas. 

Little Falls American National American Savings & Trust | | | ; 
Co. Consolidation 100,000) 46,540/R. D. Musser P. 8S. Gillespie 
Minneapolis First National North Commercial State Merger Son eS Peers 8 SEE Pe ‘ 
Missouri (North Side Office) | 
Bolckow Bolckow State Union State a = i(“‘(i‘is Rc Wk es wo eee } 
Meta Bank of Meta Farmers & Merchants oy eee) Sey | 
New Hampton First State Bank of New Hampton and | : 
Farmers Bank Succeeds 20,000 5,000\J. A. Christie iG. H. Adair 
Queen City Bank of Queen City Farmers & Merchants Bank | 
and Queen City Bank Merger 30,000 6,000\J. O. Coffey iE. F. Roberts 

Nebraska | | 
Marquette First National Farmers State Absorbed | 25,000 6,400|A. W. Hickman \M. E. Isaacson 

New Jersey } 

Newark Franklin Washington Trust|Franklin Bank & Trust Co. | } 
Co. and Washington Trust Co.| Merger | 1,200,000 632,117/T. L. R. Crooks /|Henry F. Hays, Jr. 

New York } } 

Kingston National Ulster County Bank) National Ulster County | | 
& Trust Co. Title } 150,000 396,617|F. J. R. Clarke Chas. Snyder 
New York City | 
Borough of Bronx Banco Di Sicilia Trust Co., 
Windsor Branch Windsor Merger ond edd abendbe bee neeisueeaseeenuns . 
New York City City Trust Co of New York |Atlantic State Bank, Brook- “ 
lyn, N. Y. and Harlem) 
Bank of Commerce |Consolidate d | i eee akan 27 cece secccess 
City Trust Co. of New York|Harlem Bank of Commerce |Conversion | 1,225,000) 1,033,880\F. M. Ferrari Anthony Di Paola 
rT: National Bank &|Harriman National | Title 1,000,000) 1,735,240\Jos. W. Harriman |Jas. L. Turner 
rust Co. | 
wring, National Bank of Wyoming |Wyoming Banking Co. IConversion } 50,000} 10,000/F. J. Humphrey [W. L. McClusky 

North Carolina 
Louisburg Farmers & Merchants Bunn Banking Co., Bunn,} | | 
hio N.C. iTaken over 50,000 33,600/C. P. Harris M. 8. Clifton 
Bluffton Commercial Bk. & Sav. Co. |Farmers Bank, Mt. Cory, O.| Merger | 60,000 17,680|N. W. CunninghamiI. B. Beeshy 
Cleveland Guardian Trust Co., Broad- } | | | 

way-East 70th Office Washington Savings | Merger Bo auden obdebadadae daumaewenbeasecduias Sp ededawes 

Oklahoma } 

Pawhuska American National Liberty National Merger | 25,000} TEA bi cba ck dcacies C. T. Evertson 

Pennsylvania | | | | | 
Chester Delaware County National |Pennsylvania National |Consolidation | 800,000} 1,649,780/C. P. Webster g H. Effing 

Pennsylvania Title & Trust | } | » | 
Co. Merchants Trust Co. |Sueceeds aks ee ae ere ree ‘ . 
Latrobe Latrobe Trust Co. Citizens National | Absorbed | 350,¢ 000) prey ng W. Saxman |W. H. Flic kinge r 
Scranton Hyde Park National Hyde Park Deposit |Conversion 125,000] 104,800|G. C. Davis \H. T. Harris 

Rhode Island | } 

Greenville Greenville Trust Co. National Exchange Bank and| | j 

Texas Smithfield Savings Bank |Succeeds 150,000 ..{Chester E. Walcott/H. E. Staples,Treas. 
Carlton Farmers State Farmers & Merchants State |Succeeds 20,000} |W. Pitt Barnes H. M. Everett 
Dallas —— National Bank &/Republic National Bank and} | 

rust C Republic Trust & Savings} ¢ 
- | Bank | Merger 3,000,000] 2,000,000/W .. O. Connor Rupert Eldridge 
Elgin — First State Elgin State |Succeeds 25,000) . . . M. C. Parrish O. F. Salcher 
Plainview Plainview National Third National |Title 100,000 39,310\L. S. Kinder David Bates 
Snyder First State Bank & Trust Co.|First National |Consolidation 50,000 22,960 Ernest Taylor Sam Hamlett 

m hite Deer First National First State \Consolidation 45,000 18,390'T. A. Horn J.C. Freeman 

Charlottesville National Bank & Trust Co. | National Bank of Charlottes-| : 
ville |Title 500,000 168,310\N. T. Shumate H. E. Dinwiddie 
Danville Commercial Bank & Trust Co|\Commercial | Title 150,000 208,000J. C. Jordan C. L. Booth 
Norfolk Seaboard Citizens National |Citizens Bank and Seaboard 
n National Bank Consolidation 2,000,000|. 1,301,514/Norman Bell R. W. Dudley 
_Elma First National Farmers & Lumbermens Conversion 25,000} 4,740 D. T. Coleman C. C. Calavan. 
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CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PRINTING 
Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers. 
Stationers, Office Furniture. 7*-12 ti. 


SAFES—Used, 
posit Boxes, 
Pearl Street, 


Screw 
Vaults, etc. 
Cincinnati, 


Door, Bank Safes, De- 
John Murray, 126 E. 
Ohio 6*—12 ti 


SOUTHERN BANKS 


Young man twenty-eight 
employed as bank teller, 
some Southern bank. Is 
the American 
salary, $2,500. 
Box 150, care of 
So. Clark St., 


years of age, now 
desires position with 
an enrolled student of 
Institute of Banking. Present 
Excellent references. Address, 
THE BANKERS MONTHLY, 
Chicago, Ill. g*— 


536 


4ti 





“I would not be without The 
Bankers Monthly” —Frank R. 
Hull, Assistant Treasurer, Ex- 
celsior Trust Co., Excelsior 


Springs, Mo. 





NEED ENVELOPES? 
WRITE HECO—CHICAGO 


Greeting New Depositors 


The world’s best known lesson in saving 
—‘'The Gleaners,”’ steel engraved, card 
form, suitable text, personal signature, 
make a lasting greeting. Sample gladly. 


The Frank Martin Company 
Marshall Building Cleveland 








"NEW SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms? 


Ask for Folder B. M. 


DAVENPORT-TAYLOR MFc. Co. 


412 Orleans St. 318 Little Bldg. 136 W. 43rdSt. 
CHICAGO BOSTON NEW YORK 


STEEL: STRONG. sneer — TOOLS 
BETTER C Con TELLERS 


Coin Wrappers, Currency 
Straps, Tubular Wrap- 
pers, Tellers’ Moisteners, 
Coin Trays, Coin Bags, 
Lead Seals, Seal Presses, 
Manual Counters, Wrap- 
per Cabinets. 


Sold By Leading Bank Stationers 


The C. L. Genus Co. “Cincinnati, Ohio 
941.943.945.947 Clark Street 


Readers will confer a favor by mentioning THE SEPTEMBER,1928, 














Banks Reported Closed 


44 state banks 
Florida 


Eau Gallie—State Bank of 
Lawtey—Lawtey State 
Ocoee—Bank of Ocoee 


Eau Gallie 


{llinois 
LaPlace 
New Haven 


Opdy ke 


State Bank of LaPlace 
Peoples State Bank 


Opdyke State Bank 


Indiana 
Claypocl 
Delphi 

Co. 
Monroe City- 


State 
Carroll 


3ank of Claypool 
County Loan & Trust 


Monroe City State Bank 

Iowa 
New 
Numa 


Sharon—New Sharon State 
Numa State 


Bank 
Savings Bank 


Kansas 


Hartford—Farmers State Bank 


Massachusetts 


Newton—A. Pescosolido & Co., Ine. 


Minnesota 
Areo—Farmers State Bank 
Erskine—State Bank of Erskine 
Fairfax—State Bank of Fairfax 
Monterey—Peoples State Bank 
Tyler—Farmers State Bank 


Missouri 
Marling—Bank of Marling 
Poplar Bluff—Poplar Bluff Trust Co. 
Pureell—Bank of Pureell 


Nebraska 
Ausley—State Bank of Ausley 
Belgrade—Bank of Belgrade 
Bennington—Bennington State Bank 
Bennington Beer & Glandt Bank 
Cedar Rapids—S. 8. Hadley Co. 
Cornlea wari State Bank 
Crofton—Farmers State Bank 
Doniphan—Commercial Exchange Bank 
Dunbar—Dunbar State Bank 
Elgin—Elgin State Bank 
Glenrock—Community State 
Osceola—Osceola Bank 
Thurston—Liberty State Bank 
Verdel—Farmers State Bank 
Wahoo—Farmers & Merchants 
Bank 
New York 
New York 
Banker 


Bank 


State 


James V. Lago, Private 
North Carolina 
Bridgeton—Bank of 


North Dakota 
Dazey—Security Bank 
Rogers—First State Bank 


Bridgeton 


Texas 
Buenavista—Farmers State Bank 
Francitas—First State Bank 
Port Arthur—Seaboard Bank & Trust 
Co. 


Wisconsin 


Rome—Rome State Bank 


As I grow older, I simplify both 
my science and my religion. Books 
mean less to me; prayers mean less; 
potions, pills and drugs mean less; 
but peace, friendship, love, and a life 
of usefulness mean more, infinitely 
Silas Hubbard, M. D. 


more, 


Bankers | 
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Allyn & Co., A. C 
American Bankers Signal System, Inc 
Athey Co 
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New York 
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Bankers Trust Co., 


Bank & Trust Co 


D 


Davenport-Taylor Mfg. Co 
Downey Co., C. L > 


E 


Engineers National Bank, Cleveland 62 
Equitable Trust Co., New York Back Cover 


F 


First National Bank, Boston 53 
First National Bank, Detroit Inside front cover. 
First National Bank, St. Louis 

First Wisconsin National Bank, Milwaukee 
Foreman National Bank, Chicago 

Fritz-Cross Co. 


G 
General Motors Accept. Corp 


Illinois Merchants Trust Co., Chicago 


L 


Lacy Co., L. D 
LaMonte & Son, Geo 
Lake Erie Chemical Co 
Lawrence Warehouse Co 


M 
Martin Co., Frank . 
Midland Bank, Cleveland 
Midland Bank, Ltd 
Morris Plan Bankers Assn 


N 


National Bank of Commerce, St. Louis 
National Bank of New Zealand, Ltd 
National Bank of the Republic, Chicago 
National City Co.... 
National Provincial Bank, 
National Safe & Lock Co. 
New York Trust Co 


Ltd 


R 


Rand MeNally & Co 4 and inside back cover 
Remington-Rand, Ine 1 


Sargent & Greenleaf, Inc 
Shaw-Walker. 

Simons, Brittain & English, Ine 
Smith Assoc iates, Inc., T. Harris 
State Bank of Chicago 


T 
Tilghman Moyer Co 
Todd Co 

U 


Uffinger, Foster & Bookwalter, 
Union Trust Co., Chicago 
Union Trust Co., Cleveland 
Union Trust Co., Detroit 


Ww 


Westminster Bank, Ltd 
Wilson Corp., J. G 


Wise Co., Inc., J. H 


Yale & Towne Mfg. Co 
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